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ID LINE FIRE COMPANIES 
“CLEARING WAY TO COMBAT 
INROADS. OF NEWCOMERS 


be ing Differences With Local 
Agents So Energy Can Be 
Solidly Concentrated 


PARATION A BIG WEAPON 


U. A. Companies Realize Com- 
| petition of Outside Writers Has 
Been of Real Severity 


The Eastern Undefwriters’ Associa- 
ion was holding a large, well-attended 
Meeting yesterday, as this edition went 
D press, to pass upon proposals for a 
peaceful settlement of the commission 
fituation in New Jersey, and probably to 
bunch full separation in that state. On 
Wednesday the Philadelphia Fire Un- 
lerwriters’ Association was to meet 
to make possible an agreement with the 
.U. A. Full reports of both these 
neetings will be published next week. 
It is rather apparent that the organi- 
tation fire insurance companies are op- 
rating along a line that is somewhat 
ifferent from heretofore. Definite 
Bteps are being taken now to compose 
hatever real difficulties exist with local 
gents’ bodies or associations in various 
tenters in order that the full strength 
nd time of the companies may be con- 
tentrated upon combating the inroads 
the non-association companies upon 
the premium income of the E. U. A. 
nembers. 
Separation and .Commissions 
'In the New Jersey field the local 
vents who have attended the confer- 
inces with the committee of the E. U. A. 
ave themselves been favorable to the 
dea of separating the companies in 
encies so that an agent will represent 
tither all E. U. A. companies Oi-all non- 
ssociation writers. In return for the 
gents’ support the E. U. A. committee 
as reported to favor increasing the 
tommission scale to 15, 20, 25 and 30% 


nd making changes in classifying risks 
> that the agents will receive increased 
ompensation. Such an increase was 
ought especially in Hudson and Essex 
ounties where commissions were re- 
luced last year after the passage of the 
iniform commision law. : 

Eastern Underwriters’ Association 
hembers are free in admitting that the 
ompetition of the high commission non- 
Ssociation companies, while it may be 
pmparatively temporary, is exceedingly 
vere. Many a preferred risk lias been 
ansferred from one company to an- 
ther within the same agency, the agent 
aving, and somewhat naturally so, suc- 
imbed to the offer of excess commis- 
ions. This outside competition is es- 
tcially successful on the part of home 
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PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 


© PHOENIX 


Indemnity Company 


150 William Street, New York 
































COLLABORATORS 
For the General Good! 


We codperate in the expansion campaign of the National Association 
because: — 


The National Association and the locals—collaborating with the Home 
Offices—have brought life insurance to its present commanding position in 
the esteem of the nation. 


Life underwriting owes to the Associations, and to Fieldmen, present-day 
advanced life insurance salesmanship. They, meeting the public intimately 
day by day, learned the essential appeals for producing the affirmative response 
of a signed application. They learned that the chatter in life insurance can- 
vassing material about cash values, loans, reserves, and the like, was without 
the slightest power in salesmanship, and that tenth-rate printing was fodder 
for the wastebasket. They pressed for reform in life insurance literature, and 
they assailed Home Offices with requests and demands for that education in 
salesmanship which is now becoming general. The Associational influence thus 
successfully exerted benefits every progressive life underwriter today, and for 
that one reason, out of many others, should command the loyal support of 
every Fieldman and the commendation of every Home Office. 


We are speaking, not in derogation of the splendor of executive achieve- 
ment, but merely to tell -why we believe that every life underwriter should 
belong to an Association. 





WM. A. LAW, President 
WM. H. KINGSLEY, Vice-Pres. HUGH D. HART, Vice-Pres. 





The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Independence Square Founded 1847 
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COMPETITION FOR TRUST 
BUSINESS BRINGS NEW 
PROBLEMS INTO OPEN 


Should Trust Companies Give 
Leads? Some Do; Others 
Frown On Practice 


FREE LEGAL SERVICE SNAG 


Opinion Divided On Right To Give 
Service; Sales Resistance 
In Costs 


Recent developments have intensified 
the competition for life insurance trust 
business and have brought to the sur- 
face some problems that have not here- 
tofore entered seriously as factors in 
this business. One of the influences in 
this direction has been the mergers of 
great banks with trust companies during 
the past year and especially during re- 
cent months. In the three largest of 
these mergers the realignment of per- 
sonnel within the merged financial in- 
stitutions has brought the men who have 
been in contact with the insurance busi- 
ness under the new business or business 
development departments with an in- 
crease in personnel devoted to the life 
insurance trust business. The life un- 
derwriters used to be encouraged to 
bring their insurance trust problems to 
the trust company; now the trust com- 
pany is carrying its service and facilities 
to the life underwriter and is doing it 
aggressively. It is recognized that the 
new set-up has intensified the pressure 
for business. 

The life insurance agents and brokers 
are becoming aware of some more or 
less delicate questions involved in this 
competition. For instance, it is no se- 
cret on the street that some trust com- 
panies are giving leads to the life un- 
derwriters who favor them with insur- 
ance trust business. It is recognized 


that there are leads that are perfectly 
proper for the trust company to give; 
ones that do not involve the use of in- 
formation coming through its functions 
as a bank, trustee or fiduciary. Much 
insurance trust business originates with 
the trust company. Some trust compa- 
nies are adopting a liberal attitude in 
respect to co-operating with the life un- 
derwriter and others are leaning back- 
ward in their attitude as trustees and 
decline even to make the insurance con- 
tact for insurance trust clients. Mean- 
while the insurance man will usually 
place his business where it will do the 
most good, all things being equal. 
Fees Used As Talking Point 

Another factor that is being met with 
in this insurance trust competition is 
the matter of counsel fees for drafting 
the trust agreement and other costs. 
Some trust companies are making quite 

(Continued on Page 4) 
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John Hancock’s New Preferred 


Risk Whole Life Policy 


Amount Age Annual Premiums 


10,000... 2 WO de is en ages $155.00 
Lt | eee eae Be tt coe 173.70 
IGOOU.... 2 x2 fe eS Ree em 197.70 
tne ee ene eae 229.00 
| anette a BEE: 270.30 
iO eee OP is. Seu aa tics 326.00 
5 nae IEE ED Feet 402.40 
eg ee We givin whens 507.50 
DE cine OF cine weeceene 653.50 


This policy offers to the better than average 
insurance risk preferential rates—a fair propo- 
sition and of outstanding advantage to those who 
can obtain it. 


Full Ordinary Life Cash Values are allowed. 
Dividends annually from end of first year. 


The standing of the Company at the close of 
business, December 31, 1928, was as follows: 


Assets Liabilities 
$496,171,706.51 $457,503,922.71 
Safety Fund Total Insurance in Force 
$38,667,783.80 $3,030,065,855.00 


Inquire direct or through your insurance broker 









LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


HARRY GARDINER, General Agent 
225 Broadway, New York, N. Y. 


Telephone, Barclay 1070 


“Get Acquainted with the Harry Gardiner Agency” 
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Mr. Babcock prepared these comments 
on the present conditions with reference 
to life insurance trust business primarily 
for the Council of Underwriters of the 
Equitable Trust, a group of life insurance 
men who act in an advisory capacity with 
the trust company. It is a frank state- 
ment of the position and attitude of the 
trust company with special reference to 
the matter of costs involved in insurance 
trusts and the sales resistance met by the 
life insurance agent because of this cost 
factor. 


Insurance trusts are a comparatively 
new development of trust company func- 
tions. By their very nature they in- 
volve a new element not heretofore a 
part of trust company work and with 
which the trust company has never had 
to deal. The ordinary trust relationship 
is a matter either of agreement between 
the trustor and the trustee or is purely 
directory on the part of the trustor, as 
in the case of a will, which the executor 
or trustee has in many cases never even 
seen until called upon to act under it. 
The trust company therefore, is in a po- 
sition to negotiate directly with the trus- 
tor either for the purpose of acquiring 
the trust through its business solicitors, 
or for establishing the terms of the trust 
agreement or will from the business and 
administrative standpoint. Having thus 
made the necessary contact with the 
trustor all that remains is to reduce the 
understanding to legal form and to make 
certain that it complies with the laws 
relating thereto and does not impose any 
liability on the trustee which it would 
be unwise for it to assume. For the 
purpose of assuring to the trustor that 
his wishes shall be put in such legal 
form that they can and will be carried 
out he should have the advice and assist- 
ance of competent and trustworthy coun- 
sel of his own selection. Such counsel 
should draw the necessary legal instru- 
ments, which in turn should be submit- 
ted to counsel for the trustee for exam- 
ination from the standpoint of workabil- 
ity and liability on the part of the latter. 
It is true that as stated above it is not 
absolutely necessary that wills should be 
submitted to the executor or trustee be- 
fore execution. The executor or trustee, 
however, is always in position to refuse 
to qualify if the terms of the will are not 
satisfactory to it or to apply to the court 
for a construction if the will is not clear 
or appears to contain any provision con- 
trary to the statutes or which is un- 
workable or imposes any undue liability 
on the executor or trustee. The cus- 
tom of submitting drafts of wills to the 
executor or trustee who will eventually 
have to carry out their provisions is be- 
coming much more usual than it has 
been heretofore and this is undoubtedly 
wise and foresighted from the stand- 
point of the testator as well as from 
that of the executor or trustee. 


Insured Needs Expert Advice 


The insurance trust on the other hand 
involves in the first place the selection 
of an insurance company to write the 
policy ; secondly, the question of the best 
form of policy for each particular case ; 
thirdly, the choice on the part of the in- 
sured between various options or meth- 
ods of settlement, and fourthly, if the in- 
surance trust method is selected, the 
choice of.a trustee, and the determina- 
tion of the provisions which are to go 
into the trust agreement. 

On these points the insured is entitled 
to and should have the advice and as- 
sistance of a competent underwriter in 
whom he has confidence and also should 
avail himself of the experience and 
knowledge of the trust company, to find 
the best way to have his wishes car- 
tied out, and only after these points 
have been decided does it become neces- 


A Frank Comment On Insurance Trust Situation 


By JOSEPH N. BABCOCK, 
Vice-President, Equitable Trust Co. of New York 


sary to reduce the understanding to le- 
gal form. 

We therefore have a situation which, 
whether the initial contact is made by 
the underwriter or by the representative 
of the trust company, requires the com- 
plete and cordial co-operation of both the 
underwriter and the trust company to 
achieve a satisfactory result. 

Now, as I have said, the writing of in- 
surance being comparatively new both to 
the trust companies and the insurance 
companies, although, essentially, when 
the proceeds of the policies are collected, 
the trust follows the ordinary forms of 
voluntary or living trusts which have 
been in use for many generations, and 
although an insurance trust is, in the 
final analysis, merely an extension of 
the options of settlement which insur- 
ance companies have been offering for 
fifty years, it is not to be wondered at 
that as between the trust company and 
the life underwriter certain questions 
should have arisen involving misunder- 
standings on the part of the underwriter 
as to the proper function of the trust 
company and its representatives in as- 
sisting him to write insurance and on the 
part of the trust company as to the 
function of the underwriter in establish- 
ing the preliminary contact with a pros- 
pect and in inducing him to consider the 
insurance trust method of settlement of 
his policies. 

Some Disappointment Over Results 

In the first enthusiasm over insurance 
trusts as a means of approach and as 
an inducement to prospects to take out 
more insurance than they otherwise 
would, the underwriters in some cases 
appear to have thought that an imme- 
diate and large increase of their busi- 
ness would ensue or that the trust com- 
panies would turn over to them pros- 
pects in large numbers all ready to take 
out policies, while the trust companies 
have in some cases expected the under- 
writer to do all the work of inducing his 
prospects to take the insurance trust 
method of settlement to the exclusion of 


all other options and also to make the, 


trust companies executors of their wills 
in most cases. Both have heen disan- 
pointed in the net results. Yet a little 
reflection will show that time and pa- 
tience are required to put over any new 
idea, which is really what the insurance 
trust is. Those companies which have 
co-operated to the fullest extent with 
underwriters, educating them in the prin- 
ciples of trusteeship and in the advan- 
tages which it offers to the trustor and 
his beneficiaries, creating a public de- 
mand by advertising and publications 
and then assisting the underwriter in 
closing his cases, have every reason to be 
satisfied with the results, while the wide- 
awake and intelligent underwriter who 
has been willing to devote the time and 
patience to study this new phase of his 
profession and to use it both as a 
method of approach and an argument for 
more insurance has written many poli- 
cies which would not otherwise have 
been possible. 

As a result of the operation of our 
insurance trust department for a vear 
and a half certain phases of the relation- 
ship between the life underwriter and 
the trust company and certain differ- 
ences in their respective viewpoints have 
come to our attention. 

The underwriter is accustomed to deal 
with a standardized situation, the re- 
sult of many years of development and 
of regulatory legislation. Premium rates 
for any given age are substantially uni- 
form, although dividend returns and 
special forms of policies by different 
companies give sufficient leeway for sug- 
gestion and argument as to the best 
policy to meet individual requirements. 
When agreement is reached the pros- 





pect has only to undergo the physical 
examination which is made as convenient 
for him as possible by generally having 
it at his own home or office, the insur- 
ance company writes the policy and the 
insured is under no initial. expense other 
than the payment of his first premium. 

Therefore in the case of an insurance 
trust, the necessity of the insured’s con- 
sulting a lawyer and having a trust 
agreement drawn and executed, for 
which he has to pay a fee, the charges 
of the trust company against the prin- 
cipal of the proceeds of the policy as 
well as against the income thereof, and 
particularly the deduction of one-half 
the commission on the principal on the 
death of the insured, as well as the 
practice of charging a small fee in case 
of the revocation of the trust, all tend 
in the mind of the underwriter to cre- 
ate sales resistance, and to interfere with 
his efforts and to restrict his -business. 
He comes to the conclusion therefore 
that if the trust company wants this 
class of trust business it should be will- 
ing to take it like the insurance compa- 
nies without initial charge, should fur- 
nish such legal papers as are necessary 
and should wait until the final distribu- 
tion of the trust estate for the greater 
part of its compensation. 

It is fair, however, to point out to 
such underwriters that the premises on 


which they base their conclusions are in 


point of fact erroneous. 

The insurance company does not fur- 
nish any service without charge, either 
for acquiring the business, furnishing 
the necessary legal instruments, or even 
for sending the insured notice of his 
premium payments. All acquisition costs, 
including the commissions of the under- 
writer himself and all insurance com- 
pany overhead, including the expenses of 
its legal staff, are either loaded on the 
basic premium rate or are deducted out 
of the earnings of the company before 
determining the dividend return, which 
amounts to the same thing. In any 
case, while the insured may not realize 
it, he nevertheless pays all such charges. 

The trust company on the other hand 
goes to heavy expense to develop this 
type of business. It has in many cases 
conducted courses for the education of 
the underwriter in the principles of 
trusteeship, the advantages of insurance 
trusts, and the best methods of approach 
to prospects. It maintains an organi- 
zation to assist the underwriter to close 
his cases and to attend to all the details 
of changing beneficiaries in policies. It 
goes further and creates demand on the 
part of large classes of our population 
by advertising and circularization. Its 
appeal is based primarily on the prin- 
ciple of replacing by insurance the 
source of income rather than income 
itself, thus enormously increasing the 
amount of insurance to be written. 

Based on the average age at which 
insurance trusts are being created and 
on the life expectancy at such age, the 
trust company is compelled to wait ap- 
proximately twenty-eight years to recov- 
er its acquisition costs and to receive a 
small proportion of its profit. If the 
trust is made for one or two lives, it 
may wait anywhere from twenty-five to 
fifty years more for the greater part of 
the balance. 

Is it fair to expect the trust company 
to do more than this? 

Doubt As to Right to Furnish Legal 

Service 

The question of counsel fees for draw- 
ing an insurance trust agreement is 
more complicated. Outside of the addi- 
tional cost to the trust company if it 
should furnish such instruments free of 
charge, or in other words if it should 
itself pay its lawyers for drawing them, 
is the legal question, in this state at 


least, of its right to furnish such legal 
service and the ethical question whether 
an intending trustor should not be ad- 
vised by the trust company to consult 
counsel acting for him alone in the im- 
portant matter of the disposition of this 
portion of his estate. The law is well 
settled that corporations cannot practice 
law or furnish legal service. This would 
appear to cover the writing of a legal 
instrument by lawyers retained and paid 
by a corporation. I am of course aware 
that in view of the fact that an agree- 
ment involving two parties may be pre- 
pared by counsel for either, some law- 
yers hold that the trust company may 
furnish the insurance trust agreement. 

This is denied by other lawyers on 
the ground that the trustee under such 
an agreement is a party thereto merely 
for the purpose of evidencing its con- 
sent to act thereunder and to carry out 
the provisions thereof, and is not a 
party in interest to the extent of having 
the right to prepare the instrument. 

With the exception of the very large 
estates, it is estimated that perhaps 75% 
of the average decedent’s estate is com- 
posed of life insurance. The modern 
tendency is to consider the state as a 
whole and to make such disposition of 
it by will and by insurance trusts as 
will best meet the desires of the testator 
and the needs of his heirs or beneficia- 
ries. One of the principal arguments in 
favor of insurance trusts over the set- 
tlement options of the insurance com- 
panies is that the great flexibility of the 
insurance trust form and the discretion- 
ary powers which may be viven to the 
trustee by such an instrument enables 
a testator and trustor to do this. 

Ethically considered therefore it would 
seem that such a testator and trustor 
should have competent legal advice both 
on the preparation of his will and his 
insurance trust agreement. It is true 
that it is always possible for a trustor 
to submit an agreement prepared by the 
trustee to his own counsel for advice if 
he so desires. 

This question of the right of the cor- 
porate trustee to furnish the trust in- 
strument without cost is still involved in 
considerable uncertainty. 

If it shall finally be determined by 
competent authority that it has such 
right, in view of the fact that some com- 
panies are now doing it, there is no 
doubt that all companies which desire 
this business will have to fall in line. 
It is to be hoped that some authoritive 
settlement of this question can be ob- 
tained before long. 

In view of the considerations above 
stated, however, and of the generally 
moderate cost to the trustor for having 
the trust agreement drawn entirely in 
his own interest by counsel of his own 
selection, I feel that if underwriters will 
take the pains to explain this question 
fully to the trustor that much of the 
sales resistance from this cause will be 
eliminated. 

Trust companies in New York City are 
generally waiving any charge for the 
revocation of unfunded insurance trusts, 
although it might well be claimed thar 
having gone to considerable expense. to 
secure such trusts they should be en- 
titled to recover their out of pocket ex- 
penses if the trust should be revoked 
before becoming operative. This ques- 
tion therefore needs no further discus- 
sion. 

The insurance trust is here to stay. It 
appeals to the human desire in every 
man to extend his protection to his heirs 
and dependents after he has gone, even 
against themselves, and to define the con- 
ditions under which his beneficiaries 
shall have the use of wealth which he 
has created by his labor and self-denial. 

As conditions under which such trusts 

(Continued on Page 4) 
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Bankers Life of Iowa 
Passes Fiftieth Birthday 


ISSUES COMMEMORATIVE BOOK 





Company Organized in 1879 by Pioneers 
of West; Company Fortunate in 
Its Leaders 





The Bankers Life of Iowa, which is 
celebrating its fiftieth anniversary this 
year, has brought out a handsome book 
containing the history of the company 
in commemoration of the event. 


The Bankers Life had its inception - 


in an idea of Edward A. Temple, a pi- 
oneer in Jowa banking, when that state 
was just part of the western prairie land. 
A group of other bankers of that region 
met in the back room of the old Des 
Moines Bank Building with him and 
worked out the idea, which was that of 
an assessment company insuring bank- 
ers. The company was organized by 
them in the spring of 1879, with Mr. 
Temple as the first president. Simon 
Casady, secretary, became the whole 
home office force of the association, han- 
dling all business from the back of the 
Des Moines Bank after his banking du- 
ties were finished. Mr. Temple was the 
company’s only solicitor. Both served 
without salary. 

Eventually the association began to 
write risks outside the bankers’ associa- 
tion, taking first people recommended by 
bankers and then any first class risk. 

In 1893 Henry S. Nollen, now presi- 
dent of the Equitable of Iowa and 
brother of the present Bankers Life 
president, Gerard S. Nollen, came with 
the company, starting as auditor. But it 
was as secretary of the company that he 
saw it through the most trying period, 
that of transition from an assessment 
company to a legal reserve mutual com- 
pany, the change being made in 1911 ac- 
cording to a plan that he had developed. 

In 1913 Henry S. Nollen accepted the 
vice-presidency of the Equitable Life of 
Iowa in the same city, following the 
death of its president. A few years 
later he was elected to the presidency 
of the company. By a most unusual co- 
incidence his brother, Gerard S. Nollen, 
had resigned as actuary of the Equitable 
of Iowa to become the first actuary of 
the Bankers Life the year before his 
brother had resigned. When his brother 
left he succeeded him as secretary, and in 
1926 was elected president of the Bank- 
ers Life. 

The Bankers Life operates radio sta- 
tion WHO, one of the best known sta- 
tions in the Middle West. The home 
office force occupies the seven top sto- 
ries of the Library Building in Des 
Moines. 

The presidents of the Bankers Life 
have been Edward A. Temple, from 1879 
to 1909; E. E. Clark, from 1909 to 1916; 
George Kuhns, 1916 to 1926; and Gerard 
S. Nollen, president today. 





G. D. ALDER DEAD 





Former Head of National Association, 
Manager for National of Vt. at Salt 
Lake City for 34 Years 

George D. Alder, who was president 
of the National Association of Life 
Underwriters in 1926-7, died at his home 
in Salt Lake City, where he was man- 
ager for the National Life of Vermont 
for thirty-four years. 

Mr. Alder was born in St. Louis in 
1886, and while still an infant was taken 
by his parents by ox cart to Utah, then 
part of the Far West. He started in 
business with his grandfather, a pioneer 
shoe merchant, but left and became a 
newspaper man. He entered life insur- 
ance by joining the field force of the 
Mutual Life. After a year he became 
associated with the National Life of 
Vermont. 

Mr. Alder was one of the organizers 
of the Utah Association of Life Under- 
witers and one of its early presidents. 
He was secretary of the National As- 
sociation before becoming its president 
and was still a trustee at his death. 


Seventy Interviews Per Agent 
Equitable’s Goal For July 


In celebrating its seventieth anniver- 
sary in July, the Equitable Society is to 
use a novel quota. Every agent is 
pledged to make a minimum of seventy 
actual interviews during the month. The 
outcome of this campaign will be awaited 
with interest, for it is radically differ- 
ent from previous campaigns in which 
agents have been urged to get a certain 
definite amount of business. It is figured 
that the business will naturally come 
if the agents make their quota of inter- 
views. 

July is normally a month of lower 


production, and therefore, a good month 
to try the new plan. W. W. Klingman, 
second vice-president of the Society, who 
is in charge of the campaign, has been 
assured by many of the company’s man- 
agers of their belief in the success of 
the plan. 


L. A. CERF MOVING 
The L. A. Cerf, Jr., Agency of the 
Fidelity Mutual in New York City will 
move tomorrow from 277 Broadway to 
the new New Amsterdam Casualty build- 
ing, at 60 John street. 











Trust Business Competion 

(Continued from Page 1) 
a talking point of the fact that they 
will pay the fees for the drawing up 
of the trust agreement. Others are quite 
definitely of the opinion that the trust 
company cannot legally furnish this serv- 
ice. This question and the whole sub- 
ject of sales resistance in insurance trust 
costs has been brought forward sharply 
recently and one of the places where it 
has been discussed is in the Council of 
Underwriters of the Equitable Trust of 
New York, a group of prominent life 
insurance men who act in an advisory 
capacity with the trust company. The 
Council looked into the matter and found 
a decided conflict of opinion and prac- 
tice. For their information Vice-Presi- 
dent Joseph N. Babcock of the Equi- 
table Trust prepared a statement on the 
situation which is reproduced elsewhere 
in this paper. 

Life underwriters meet a considerable 
amount of sales resistance in the matter 
of costs incident to the life insurance 
trust. Mr. Babcock sets forth the atti- 
tude of the trust company on this sub- 
ject and explains both sides of the moot 
question of free counsel service. Al- 


Mr. Babcock’s Comments 


(Continued from Page 3) 

can or should be written become more 
stabilized, as the respective shares of 
the life underwriters and the trust com- 
panies in writing this business become 
better understood, as the public becomes 
more familiar with the principles of in- 
surance trusts, it is undoubtedly true 
that a greater proportion of the proceeds 
of insurance will every year be made 
payable to trustees, and that a great 
growth in the volume of outstanding in- 
surance will result. 





though the fees for drawing up a trust 
agreement are not large, the fact that 
a trust company offers to pay its own 
counsel for acting for the trustor as well 
as for itself becomes a talking point 
in competition and undoubtedly is used 
with some effect. 

There is another competitive factor 
that enters from the life insurance side. 
During the recent past there have been 
quite a few separate corporations formed 
by individual life insurance producers 
who specialize in business insurance and 
insurance trusts, and plan details setting 
up estates and trusts. 








Mortgages, Inheritance 


Life or Money values. 


and railway securities. 


financial resources. 








Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to fill them 


BE it for personal or business protection, or for home and 
family, with settlement of the proceeds by lump sum or by 
instalment or income payments. Annuity contracts in various 
forms. Total Disability and Double Indemnity issued. 


Special policies covering Partnership Agreements, Funds to 
guarantee a College Education, to provide Bequests, to cover 
Taxes and Estate Shrinkage,—thus 
making certain the carrying out of almost any program involving 


Group insurance has been issued since 1924.The Company 
now issues Wholesale and Salary Deduction insurance to which 
was added in 1928 Group Accident and Sickness insurance, and 
Group Accident and Dismemberment insurance. 

Investments are of high quality, carefully distributed as to 
farm and city mortgage loans, public utilities, government bonds 


Dividend payments are at the highest scale in the Company's 
history. There has been a general reduction in annual cost to 
policyholders during the past seven years, while in the same 
period the Company has doubled its outstanding insurance and 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175; Other Liabilities, $9,669,748 
Total Assets, $496,171,707 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 














CLIP THE COUPON 


IF YOU ARE A GOOD PERSONAL 
PRODUCER WITH AMBITIONS TO 
BUILD AND OWN A GENERAL AGEN. 


CY IN ANY OF THE FOLLOWING 
TERRITORY: 


IOWA 
INDIANA 
ILLINOIS 

MICHIGAN 
VIRGINIA 
PENNSYLVANIA 
CALIFORNIA 
WEST VIRGINIA 


DISTRICT OF COLUMBIA 


Agency Department, 
THE MIDLAND MUTUAL LIFE INS.CO. 
COLUMBUS, OHIO 


Without obligation on my part send 


me information regarding a contract 

















Wu 
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Equitable Life Society 
Names New Managers 


FILLS RECENT N. Y. VACANCIES 





J. H. Downing Takes Over 245 Broad- 
way Agency; A. Rosenstein at 212 
Fifth Ave.; A. Bleetstein Gets 
Hollander Agency 





The Equitable Life Assurance Society 


has made several new agency appoint- - 


ments in New York City, filling recent 
vacancies due to agency changes. 

J. Hyatt Downing, who has been do- 

ing special work at the home office of 
the Equitable Society in its salary sav- 
ings department, has been made an 
agency manager and will take over the 
agency formerly conducted by Mervin 
L. Lane at 245 Fifth avenue. Mr. Down- 
ing started his insurance work with the 
Equitable Society in its St. Paul agency 
and came to the home office last year. 
He will assume his agency work on 
July 1. 
“ Abraham Rosenstein, who has been 
manager of the Equitable agency at 110 
West Fortieth street, will take over the 
agency formerly conducted by Louis 
Lane at 212 Fifth avenue. Mr. Rosen- 
stein was formerly an assistant agency 
manager of the Louis Lane agency. Pre- 
vious to that he was a successful agent. 
Mr. Rosenstein is one of the youngest 
Equitable managers, being only thirty- 
one years old. When he was a unit 
manager he had charge of one of the 
largest agency units. Under the pres- 
ent plan his agency will be combined 
with that of the Louis Lane office. 

Abraham Bleetstein, who has been a 
unit manager in the agency of Samuel 
Karsch and has acted as an assistant 
manager, has been appointed an agency 
manager and will have charge of the 
agency formerly conducted by the late 
Adolph Hollander at 1170 Broadway. 
Mr. Bleetstein has made an-unusual rec- 
ord as a unit manager and in addition 
to large personal production he has done 
effective work in agency building. 





MIDTOWN MANAGERS GOLF 

The Midtown Managers’ Association 
held a golf tournament last week at the 
Gedney Farms Country Club, John 
Egan, general agent of the Home Life 
of New York, being the host. President 
Robert Hardy presided at the dinner in 
the evening. The guest of honor was 
T. L. Wood, deputy superintendent of 
insurance. 

Harold Hubbell won first prize, a 
dozen golf balls, for low gross score. 
and Robert Van Alst won the “bogey” 
prize of six balls. 

Early in the vear Isadore, Freid was 
host to the association at the Broadmoor 
Country Club and later in the summer 
LeRoy Bowers will be the host at the 
Briar Hill Country Club. 





ASS’T ACTUARY OF U. S. LIFE 

President Henry Moir of the United 
States Life of New York announces that 
Andrew C. Webster has been appointed 
an assistant actuary of the company. 
Mr. Webster is a Fellow of the Facultv 
of Actuaries of Scotland and has had 
twelve years’ experience in the life de- 
partment of the Northern Assurance of 
Aberdeen. He came to this country only 
recently. 





HUFFARD WITH EQUIT. TRUST 

Cloyd H. Huffard, who for some time 
nast has been connected with the Union 
Central Life, has joined the insurance 
trust department of the Equitable Trust. 
His duties will be those of a field repre- 
sentative to assist underwriters on in- 
surance trust cases. 





Lloyd Patterson, of the Keane-Patter- 
son Agency of the Massachusetts Mu- 
tual Life in New York City, will at- 
tend the meeting of the International 
Advertisine Association in Berlin during 
August. He will sail on the “America.” 


Their Own 


Executor 








Few insurable men know it is 
possible for them to be just that. 


By acquiring a Prudential Monthly 
Income policy, a man is enabled 
to DICTATE the terms on which 


the money he leaves may be paid 
to his heirs. 










The Prudential’s Ordinary Agencies, 
located everywhere, will be 
pleased to cooperate with 
brokers in placing this or any 
other form of life insurance. 









The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 
Epwarp D. Durrastp, President 

























Engelsman On Trip To . 
Talk To Staff Weekly 


CLEVER USE OF SPEAK-A-PHONE 





Will Conduct Penn Mutual Life Schools 
in Far West With Vincent Coffin, 
Educational Director 





Although Ralph G. Engelsman, general 
agent, Penn Mutual Life, in New York 
City, left last Sunday for a five weeks’ 
trip to the Pacific Coast to conduct 


home office training school classes with 
Vincent Coffin, educationai director of 
the company, his agency will not suffer 
by his absence. This is because Mr. 
Engelsman worked out the clever idea 
before he left of recording his Monday 
morning sales talks to his staff on a 
“speak-a-phone.” There are seven talks 
in all, each one being delivered sup- 
posedly from a different stop along Mr. 
Engelsman’s route. 

The Monday morning meeting of the 
agency this week was in charge of 
Philip Works, agency manager, who is 
running the office in the absence of the 
general agent. It was a complete sur- 
prise to the staff when Mr. Works an- 
nounced that they would have the pleas- 
ure of hearing Mr. Engelsman talk to 
them en route to the coast. There was 
dead silence for a few minutes and then 
Mr. Engelsman’s voice was heard dis- 
tinctly coming out of the speak-a-phone 
amplifier. For five minutes he talked 
urging them to keep up their good pro- 
duction while he was away and then 
with a typical Roxy radio gesture he 
signed off and promised to speak to 
them next Monday from Seattle. Stc- 
ceeding talks will be made from San 
Francisco, Los Angeles, Salt Lake City, 
Denver and Oklahoma. 

Another activity during Mr. Engels- 
man’s absence is a two weeks’ training 
school which is being conducted by 
James Preston of the Penn Mutual’s 
educational department. 

Mr. Rodney Burr, brokerage man- 
ager, will also continue his search for 
eligible members in the “Elibro” group. 
This organization is open to New York 
City brokers and membership is limited 
to thirty during 1929. The idea is arous- 
ing a lot of interest because the qualifi- 
cations for admission to “Elibro” have 
been kept in the dark. 





A. E. PATTERSON CELEBRATES 





Chicago Agency of Penn Mutual Has 
Big Gain; J. A. Stevenson and 
F. H. Davis Speakers 

The Alexander E. Patterson, general 
agency in Chicago of the Penn Mutual 
Life, held an agency dinner at the Union 
League Club last week. It was attended 
by sixty-six, including the leading pro- 
ducers and supervisors from Illinois, 
which is the territory covered by the 
agency. 

John A. Stevenson, home office agency 
manager, spoke on “Selling Aids,” and 
Frank H. Davis, general agent for Colo- 
rado, Arizona, New Mexico, Nevada and 
Wyoming, also spoke. 

A message was exchanged with 
Agency Vice-President Hart in Phila- 
delphia, who congratulated the Patter- 
son agency on the fact that it had paid 
for $736,000 of business in the first seven 
days of June. The paid gain for 1929 is 
$3,433,000 or 148% over the same period 
of 1928. 





STRAUS TRUST BOOKLET 
The Straus National Bank & Trust 
Co., of New York, of which A. K. Tay- 
lor is trust officer, has brought out 
a booklet on insurance trusts entitled, 
“What A Life Insurance Trust Can Do 
For You.” 





MASS. MUTUAL CONVENTION 

The annual convention of the Massa- 
chusetts Mutual will be held at the New 
Ocean House, Swampscott, Mass., from 
September 16 to 18 inclusive. 
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Acacia Mutual Ass’n 
Complimented On Record 
EXAMINED BY FIVE DEP’TS 
Growth Called Remarkable in Report; 


Management Able and Economical; 
Has No Foreclosures 








A regular examination of the Acacia 
Mutual Life Association of Washington, 
D. C., has been completed for the three- 
year period ending December 31, 1928, 
by the insurance departments of Ala- 
bama, Maryland, Washington, West 
Virginia and District of Columbia. 

In commenting on the results of the 
report, in a letter to President William 
Montgomery, Superintendent William T. 
M. Baldwin, Jr., of the District of Co- 
lumbia Insurance Department, con- 
gratulated the association on its excel- 
lent progress, sound conditions and ef- 
ficient and progressive management. 
The examiners found the company’s in- 
vestments of good quality, well diversi- 
field, and that they yielded an excellent 
return; the company’s actuarial methods 
were found to be sound in every respect 
and the association was ably and eco- 
nomically managed. 

Had No Foreclosures in Three Years 

It was shown that the association had 
not had a single foreclosure during the 
three-year period on all its mortgages 
outstanding. “This,” said Superintend- 
ent Baldwin, “is a splendid accomplish- 
ment and deserves particular notice.” 

Commenting on the Acacia Mutual’s 
underwriting practice, Superintendent 
Baldwin said: 

“Your record and your progress show 
the wisdom of your management in re- 
ducing your premium rates some time 
ago and your exceedingly low mortality 
is doubtless the result of your activities 
being confined to a particular class.” 

At the close of business December 

1928, the Acacia Mutual had a total 
of 132,028 policies outstanding, repre- 
senting insurance in force of $300,925,984. 
The total income in 1928 was $9,600,869. 

The report concludes with the follow- 
ing comments on the progress of the 
Acacia Mutual since the previous ex- 
amination : 

“The association has made remarkable 
strides since the last examination. At 
that time it had $196,145,636 of insurance 
in force while at December 31, 1928, it 
had reached $300,925,984, an increase of 
$104,780,348 in three years, or 34.8%. 

“During the three-year period ex- 
amined, the assets increased from $15,- 
527,908 to $27,943,661, a gain of $12,415,- 
752. During the same period, dividends 
were paid to policyholders amounting to 
$2,203,068. The dividends set aside for 
policyholders at December 31, 1928, 
amounted to $461,244, and the surplus 
was $1,087,123. 

“The actual to expected mortality is very 
low, which is partly accounted for by its 
limitation to the writing of insurance 
only on Master Masons. The business 
of the association is efficiently and eco- 
nomically managed and its underwriting 
is conservative.” 





FORT WAYNE OFFICERS 

Members of the Fort Wayne (Ind.) 
Life Underwriters, at the last meeting 
elected the following officers: President 
L. D. Fowler; Paul Knothe, vice-presi- 
dent; Lester O. Solomon, secretary- 
treasurer. The executive committee will 
comprise the following: Kenneth Robin- 
son, Louis Goldstine and Don Thomas. 
Waldemar E. Ejickhoff was elected a 
member of the executive committee of 
the national association. 





W. POWELL ERIE AGENT 

William Powell, who was with the 
Aetna Life from 1901 to 1922 as general 
agent at Cedar Rapids, Iowa, has re- 
turned to life insurance and the Aetna 
Life, becoming general agent at Erie, 
Pennsylvania. This is a new agency, 
which will operate throughout the north- 
western part of the state. 








“IT’S A GOOD POLICY” 
MORE NEW POLICIES 


Rotem Income Pol Policies 
(income to the insured 
LOW COST PREFERRED RISK POLICY * 
NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights of all parties interested 
COMPLETELY REVISED PLAIN ENGLISH POLICY FORMS 


that will particular] eee to the conscientious life underwriter. 
WRIT E FOR INFORMATION 


Philadelphia Life Insurance Co. 


111 North Broad Street, Philadelphia 








STEVENSON ON COUNCIL 





Elected Member of Equitable Trust Un- 
derwriters Advisory Council; Others 
in Group 

John A. Stevenson, general agent for 
the Penn Mutual Life, both at the home 
office agency in Philadelphia and in New 
York, has been elected a member of the 
Underwriters’ Advisory Council of the 
Equitable Trust Co., of New York. This 
advisory council was organized in 1927 
to function as a contact between the 
underwriters and the Equitable Trust. 
The other life insurance men on the 
council are: Dr. Charles E. Albright, 
William F. Atkinson, William H. Beers, 
Louis B. Bloom, Louis A. Cerf, Jr., Wil- 
liam R. Collins, Harry Gardiner, Fred 
S. Goldstandt, Harry F. Gray, Lloyd P. 
Hepburn, Ben Hyde, vice-chairman, Ros- 
coe H. Keffer, Charles B. Knight, E. 
Selph, Leon Gilbert Simon, Harold L. 
Taylor, Graham C. Wells, chairman, Ed- 
ward M. McMahon, secretary ex-officio. 





IVES & MYRICK PAID FOR 
The Ives & Myrick paid for in May 
was $4,002,900, as compared with $3,703, 
520 for that month in 1928. So far the 
agency is more than $2,500,000 ahead of 
the similar period last year. 

















Life Insurance Companies. 


The main basis for this progress is Guardian service 
The truly progressive company be- 
comes such by virtue of truly serving those whose patron- 
age determines its progress. 


to policyholders. 


June has been set aside as a month of special service 
Ask for a copy of Service— 
Policyholders’ Month Issue, and you will learn much of 
interest to you as to the privileges of fellow-membership 


to Guardian policyholders. 


in the Guardian. 











50 UNION SQUARE 


SSS ee 
Policyholders First: 


We have pointed with pride to Guardian progress, 
strikingly evidenced by a 100% growth in six short years, 
with a steady rise through the ranks of leading American 
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THE GUARDIAN LIFE 
| INSURANCE COMPANY OF AMERICA 


“The Company that Guards and Serves” 


490 ON ROLL OF HONOR 





Northwestern Nat’l Producers Greater 
in Number in May than in 
Previous Record 
The names of 490 agents of the North- 
western National Life, representing the 
largest number of producers ever re- 
corded in one month by the company, 
will be inscribed on the $300,000,000 Roll 
of Honor being prepared in recognition 
of those members of the company’s 
agency organization who contributed to 
the record May production of $7,624,456, 
putting the company over the $300,000,- 
000 total of paid-for insurance in force 

with more than a million to spare. 
There were 187 producers of $10,000 
or more paid-for business in May, as 
compared with 160 in April, the next 
greatest month in this respect. These 
187 agents plus more than 300 producers 
of amounts up to $10,000, will make up 
the $300,000,000 Roll of Honor. The 
original roll will be permanently dis- 
played at the company’s home office, 
while printed copies will be sent to all 
agents whose names appear on the roll. 





A. M. Scott is supervisor of the group 
department of the Canada Life. 
























New York City 





Doubts National “Ad” 
Plan Will Go Through 

R. G. RICHARDS GIVES REASONS 

Atlantic Life Man Says Some Large 


Companies Are Not Enthusiastic ;— 
South to Have Regional Campaign 





Speaking before the local Advertising 
Club and the Life Underwriters Associa- 
tion of Richmond last week, Robert G. 
Richards, agency secretary of the At- 
lantic Life of Richmond, gave it as his 
opinion that the proposed plan for a 
nation-wide’ co- operative advertising 
campaign of life insurance would not 
materialize in full as originally proposed, 
One of the reasons he gave was that a 
number of the larger companies were 
not enthusiastic for the proposition. 

At the recent advertising conference 
of southern company representatives it 
developed that these companies are in 
favor of a regional co-operative cam- 
paign of their own in their own ter- 
ritory which will probably be carried out 
if the national plan does not materialize, 
At the Chattanooga meeting last month 
tentative plans for such a regional ad- 
vertising campaign have already been 
prepared and a committee of three 
southern advertising men were selected 
as a committee to follow the matter. 

Mr. Richards also outlined the pre- 
liminary studies of other co-operative 
advertising campaigns investigated by the 
Research Bureau and gave in consider- 
able detail the points brought out in the 
bureau’s exhaustive report covering the 
question of the co-operative advertising 
of life insurance. 

The desirability of such a national 
campaign appealed to the agency ex- 
ecutives at their meeting last October in 
Chicago, according to the speaker at 
which time the bureau was instructed to 
work out definite plans for such co- 
operative activity. This was done in col- 
laboration with the advertising commit- 
tee of the National Association of Life 
Underwriters, and a joint report of the 
two bodies was submitted for considera- 
tion in April of this year. 

In view of the tremendous possibilities 
for increased sales and the conservation 
of business through the education of the 
public by national co-operative adver- 
tising, together with the improvement in 
the type of underwriter who will come 
into the insurance profession as the con- 
sequence, it would seem that co- 
operative advertising should certainly be 
attempted, was the conclusion reached 
by Mr. Richards. 





MISSOURI STATE CLUB MEETS 


Leaders Will Gather at Home Office in 
St. Louis for Convention During 
June 17 to 19 


The Missouri State Life’s Hundred 
Thousand Club will hold its convention 
at the home office in St. Louis June 17 
to 19 as announced by President Hills- 
man Taylor. All sessions will be held 
in the Hotel Jefferson. 

The mornings will be given over to a 
carefully planned program of addresses 
and discussions on life insurance selling 
from the standpoint of the agent. The 
men selected to fill this part of the pro- 
gram, representing both the home office 
and the field, are specialists in their re- 
spective lines. During the afternoons 
and evenings there will be golfing, sight- 
seeing trips, ball games, attendance at 
the Municipal Opera, and a_ten-hour 
boat trip up the river culminated by a 
chicken dinner served on the boat. 








ATLANTIC IN KENTUCKY 

The Atlantic Life announces the ap- 
pointment of S. R. Woodall and E. S 
Melton as general agents at Paducah, 
Ky., succeeding C. E. Whitener, re- 
signed. The style of their agency will 
be Woodall and Melton. Considerable 
outlying territory in addition to the city 
of Paducah has been assigned them. 
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Thirty-One Travelers 
New York Men Qualify 


GO TO COLORADO MEETING 


W. R. Collins, J. V. Reilly, Herman 
Robinson, E. J. Sisley in Group; 
Several Are Officers of Clubs 





Thirty-one representatives of The 
Travelers in New York have been in- 
yited to a three-day convention of the 
organization’s leading agents in the 
United States and Canada, to be held at 
Colorado Springs June 25-27, inclusive. 

They are W. G. Thayer Shedd, Wil- 
liam R. Collins, Louis May, Harry Nagel- 
berg, Jefferson Wetzler and Arthur C. 
Wheeler, of the Johnston & Collins 
Company; Joseph V. Reilly, 23d Street 
Branch; Thomas V. Caulkins, Jr., 34th 
Street Branch; L. Leslie Brenneman 
and Edward F. Wood, 42d Street 
Branch; George T. R. Cooper, ‘Alan M. 
Miller, George E. Moore, Augustus 
Stone, Bernard Strauss, 55 John street; 
George H. S. Rowe, of George H. S. 
Rowe Agency; Edward C. Murphy, 
149th Street Branch; Charles Quentin, 
Columbus Circle Branch; Samuel Seinfel, 
J. D. Bookstaver Agency, Inc.; Joseph 
J. Keon, Henry von Ost, Samuel J. King, 
D. A. Lunden-Moore and Herman 
Robinson, of the Herman Robinson 
Agency; William A. Daly, Grill Agency, 
Inc.; Harry Cooper, of Klinger & Prob- 
stein; Ellery F. Tuck and William S. 
Warner, Marsh & McLennan, Inc.; 
Daniel Dody, of Louis Reichert Agency; 
Frank D. Chinnock and Edward J. 
Sisley, of Sisley & Brinckerhoff, Inc. 

During 1928 Mr. Shedd qualified as 
president of the company’s Life Leaders’ 
Club; George T. R. Cooper and Mr. 
Moore as members of the President’s 
Club, and Mr. Warner as president of 
the Group Leaders’ Club. 

Mr. Collins, Mr. Robinson and Mr. 
Sisley are among those who qualified as 
international vice-presidents of the Life 
Leaders’ Club. 





MISSOURI STATE GAINS 





St. Louis Company Shows Over $3,000,- 
000 Increase in Year to Date; 
Honor Vice-Presidents 


With a total of $75,324,066 of new 
business written during the first five 
months of 1929, the Missouri State Life 
reports a gain of $3,037,877 over the cor- 
responding period in 1928. With June 
designated as “Vice-Presidents’ Month” 
in honor of C. O. Shepherd, James 
Scott, and Miles Heitzeberg, each of 
whom has recently been made a vice- 
president of the company, Hillsman 
Taylor, president, predicts that ‘this 
month will be the best month of the 
year from the standpoint of production. 

A gain of $1,920,229 in written busi- 
ness is reported for May, 1929: The 
total business written in this month is 
$15,212,274, as against $13,292,045 for the 
same month in 1928. 





BUFFALO MANAGERS ELECTION 
The Buffalo Life Managers Associa- 
tion has elected the following officers 
for the fiscal year beginning June 1: 
President, Jay L. Lee, Phoenix Mutual; 
vice-president, Erwin H. Leiphart, Equit- 
able Society; treasurer, George Rhawn, 
Mutual Life; secretary, Elmer Baase, 
Fidelity Mutual. Percy G. Lapey, John 
Hancock, was made a director. 


MADE AGENCY SUPERVISOR 





E. L. Roberts Assumes New Duties for 
Missouri State Life; Was Formerly 
Agency Special 
E. L. Roberts, formerly agency spe- 
cial for the New Orleans branch of the 
Missouri State Life, has assumed his 
new duties as agency supervisor, filling 
the vacancy caused by the recent resig- 
nation of James L. Rainey, who has gone 
with Rogers Caldwell & Co., investment 

bankers. 

Roberts joined the Missouri State Life 
as a personal producer in January, 1927, 
and within ten months had produced 
$200,000 in new business, although he 
had never had any previous rate-book 
experience. His showing was all the 
more remarkable as he was operating in 
Monroe, La., where he was a _ total 
stranger, and with a further handicap of 
sixty-five working days lost through 
floods and high waters, being forced to 
change his base of operations in Baton 
Rouge. After being made agency spe- 
cial at New Orleans he organized suc- 
cessful agencies in Alexandria and 
Shreveport. 

He is a graduate of Mississippi Uni- 
versity, Class 1917. During the World 
War he was with the United States De- 
partment of Agriculture. Later he man- 
aged two sugar plantations in Pointe 
Coupee Parish. 





PARKS AGENCY CELEBRATES 

The E. P. Parks general agency at 
Taylorville, Ill., of the Missouri State 
Life, had a gain of 53% in written busi- 
ness for the first five months of 1929. 
During these five months a total of 
$335,500 of insurance was reported. while 
for the corresponding period in 1928 only 
$218.500 was written. his is a gain of 
$117,000. Joseph P. Licklider, director 
of publicity and sales research for the 
Missouri State Life, represented the 
home office at a recent meeting of the 
agency. 





A QUARTER MILLION MEMBER 


Ralph S. MacDonald who has been as- 
sociated with the Newark division of the 
Sun Life of Canada for about two 
months has become a member of the 
senior MacCauley Club by writing 
$250,000. Mr. MacDonald is alleged to 
have written recently the largest an- 
nuity, $500,000, in the state of New Jer- 
sey. He was, previous to coming with 
the Sun Life, a trust officer of the 
Guardian Trust Co. of New Jersey, and 
also at one time trust officer of the 
New Jersey National & Trust Co. 


New Business Shows 
5.5% Increase to Date 


MAY HAS SLIGHT FALLING OFF 





Life Presidents Compilation for Depart- 
ment of Commerce Gives Summary 
of Business 





New life insurance production during 
the first five months of this year was 
5.5% greater than in the corresponding 
period of 1928. New business during 
May was 2.3% less this year than last 
year. These results are shown in a com- 
pilation by the Association of Life In- 
surance Presidents and sent to the 
United States Department of Commerce. 
The report combines the records of new 
life insurance production—exclusive of 
revivals, increases and dividend additions 
—of forty-four member companies hav- 
ing 82% of the total life insurance in 
all United States legal reserve com- 
panies. 

For the five-month period, new Or- 
dinary insurance amounted to $3,769,- 
113,000, against $3,485,304,000 during the 
corresponding period of last year—a 
gain of 8.1%. New Industrial was $1,- 
268,381,000, against $1,208,161,000—a gain 
of 5%. New Group insurance was $404,- 
122,000, against $463,534,000—a decrease 
of 12.8%. The total written during the 
first five months of 1929 was $5,441,616,- 
000, against $5,156,999,000 during the 
same period of 1928—an increase of 
5.5%. 

For May new Ordinary insurance 
amounted to $801,698,000, against $757,- 
879,000 in 1928—a gain of 5.8%. New 
Industrial amounted to $240,501,000 in 
1929, against $216,396,000 in 1928—a gain 
of 11.1%. New Group insurance was 
$109,827,000, against $205,195,000 last year 
—a decrease of 46.5%. The aggregate of 
all classes was $1,152,026,000, against 
$1,179,470,000 in 1928—a decrease of 2.3%. 





PRUDENTIAL PROMOTIONS 





Nine Agents Advanced to Assistant 
Superintendents; S. J. Keller Retires; 
25 Years With Company 


During the past week The Prudential 
have announced a number of assistant 
superintendent promotions. They in- 
clude Stanley C. Thomas in Syracuse 
District No. 1; Eugene C. Guinan of 
the Seneca Falls office in the Auburn 
district; Ralph E. Thayer of Buffalo 
District No. 1; Domenico Dinolfo of 
Rochester District No. 4; Francis J. 
Hogan, of Huntington Park, Cal.; Hor- 
ace W. Brook of Los Angeles District 
No. 1; Alvin E. Tennant of Pasadena; 
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John W. Hambro of San Bernardino and 
Albert D. Davies of Los Angeles Dis- 
trict No. 3. 

After twenty-five years of active serv- 
ice Agent Samuel J. Keller of Berwick, 
Pa., detached office of the Hazelton dis- 
trict, will retire on Thursday, June 27. 
On June 10, Agent Samuel Eiseman will 
celebrate his twenty-fifth anniversary 
of service with the company and will be 
presented with a certificate and locket 
emblematic of Class “E”. Agent Eise- 
man’s service dates from 1904, when he 
was appointed an agent in the Chicago 
District No. 2. 

















happiness of its representatives. 


Pittsfield, Massachusetts 





1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


**Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 





FRED. H. RHODES, President 
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The Colonial Life Insurance Company ot America 


Insurance in Force 
Over ONE HUNDRED MILLION DOLLARS 
A strong and progressive Company, affording agents unusual money-making 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole oan f 





B. 
G T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 





Home Offico—Jersey City. N. J. 
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Unusual Legal Point 
As To Effective Date 


POLICY DATED AFTER DEATH 





Question Whether Company Is Bound 
By Clause in Body Of 


Contract 





A peculiar question of law has arisen 
in the case of Nellie Goldstein vs. Trav- 
elers Insurance Co. in the Supreme 
Court, New York County. The action 
was brought by the plaintiff, as benefi- 
ciary, to recover upon a policy of life 
insurance, which the plaintiff claims was 
issued and delivered as of July 16, 1926, 
to the assured. The defendant denies 
the issuance, execution and delivery of 
th policy and the payment of the pre- 
mium. 

The policy sued upon contains a pro- 
vision that the insurance “shall be effec- 
tive from. July 16, 1926.” The applica- 
tion for insurance is dated July 14, 1926; 
the agent’s certificate is dated the same 
day, and the general agent’s or man- 
ager’s certificate attached to the same 
paper is dated July 15, 1926. The in- 
sured died on July 16, 1926, and the 
plaintiff claims that the insurance was 
in effect eight hours and thirty-five min- 
utes before the insured died. 

The insurance company interposed in 
its answer the defense that the insured 
made representations and warranties 
that he had no bodily or mental disease 
and did not receive medical or surgical 
attention or ‘advice within five years 
prior to the date of the written appli- 
cation and that the insured agreed that 
* every representation in the application 
was true, and that the policy would not 
take. effect until the first premium shall 
be actually paid, while he was in good 
health as far as he had knowledge or 
information, and that relying on the said 
representations it executed the policy on 
July 17, 1926. 

The fact is that the policy is dated 
July 17, 1926, a day after the insured 
had died, but having provided in the 
policy that “This insurance shall be ef- 
fective from July 16, 1926,” the question 
of law arises whether the insurance 
company is bound by that statement in 
its policy, regardless of any other pro- 
vision not consistent with that state- 
ment. 

The courts have consistently held that 
where a policy is ambiguous or where 
the provisions of a policy conflict, that 
which is most favorable to the inswred 
will prevail. In this action, the provi- 
sion that “This insurance shall be effec- 
tive from July 16, 1926,” is most favor- 
able to the insured and the law not 
recognizing any time of the day declares 
the insurance effective from one minute 
after midnight on July 16, 1926. The 
assured having died at 35 minutes after 
8 a. m. on July 16, 1926, the beneficiary, 
represented by Alex Davis of Goldstein 
& Goldstein, attorneys, claims the policy 
was in full force and effect at the time 
of the death of the insured. The de- 
cisions of the courts in this and other 
states do not disclose a similar situation. 
The defendant company is represented 
by William J. Moran, its attorney. 





BETHUNE WASHINGTON MGR. 

David S. Bethune has taken over the 
Washington, D. C., agency of the Equita- 
ble Society as manager. He has been 
associated with the Equitable since 1911 
and came to Washington from San Fran- 
cisco. 





NEW YORK LIFE LOANS 
During the first five months of 1929, 
New York Life made 1.393 mortgage 
loans totaling $29,025,238. The loans were 
distributed throughout 194 cities in the 
United States and Canada. 





NEW EQUITABLE MANUAL 
The twelfth edition of the Equitable 
Society’s Agents’ Manual has been fin- 

ished and is now being distributed. 
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| FAVORABLY KNOWN 


From Portland, Maine, to Portland, Oregon, 
the Union Mutual is known as— 
The Friendly Maine Company 


A healthy growth is being experienced by this Company, 
which has maintained high ideals of service for 80 years. 


Union Mutual Life Insurance Company 


Portland, Maine 
Incorporated 1848 























Box 1120. 


ness connections. 


110 Fulton Street ° 








THE EASTERN UNDERWRITER 


Supervisor Wanted 


Exceptional opportunity for young man with three to five years 
experience in upper New York State or Eastern Pennsylvania for 
position in Northen New Jersey. Must have knowledge of modern 
underwriting principles and be Mentally Alert and Self-Reliant. 
If you can qualify give full particulars in first letter of past busi- 








New York 











LIQUIDATION EXPENSES $28 





New York Insurance Department Winds 
Up Affairs of Gold & Stock Life At 
Small Cost 

The efficiency of the New York liqui- 
dation law, its elasticity and adaptibility 
to large and small companies, was dem- 
onstrated by the Liquidation Bureau of 
the New York Insurance Department, 
which wound up the affairs of the Gold 
& Stock Life Insurance Association with- 
out any expense above the income of 
the assets. 


Inasmuch as the assets consisted of 
only $2,200 and were cash in a bank 
earning only bank interest, it took ex- 
pert work to keep from breaking the 
department’s unwritten rule of keeping 
within the income of insolvent compa- 
nies. The income earned was $35 and 
the expenses of liquidation were $28. 
The total disburesements, including ex- 
penses of liquidation, amounted to $90, 
taxes to the state being $62. 

The total amount to be distributed was 
$2,464. The total allowed debts were 
$12,147. 











New Insurance. . 
Increase over 1927 . . 
Insurance in Force. $1,113,810,563 
An Increase of .. . 

Representing over 63% of the New Business 


BUSINESS OF 1929 


- $143,573.589 
. 6,083,386 


. 90,547,161 


New England Mutual Life Insurance Co. 


BOSTON, MASS. 

















Heads Philadelphia 
~ Underwriters 




















that satisfies. 








Satisfying Service | 


The MUTUAL BENFFIT LIFE writes 
policy contracts that meet the needs of the 
people; assists its agents in presenting these 


contracts; and gives to policyholders a service 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 


























The Phillips Studio 
THOMAS M. SCOTT 


Thomas M. Scott, for several years 
the Penn Mutual’s leading personal pro- 
ducer, has been elected president of the 
Philadelphia Association of Life Under- 
writers. He has long been prominent in 
the association. Some years ago he 
served as secretary. Last year he was 
vice-president, chairman of the board of 
directors and chairman of the program 
committee. This year he is a member 
of the board, a member of the bank and 
trust company co-operation committee 
and chairman of the committee named to 
co-operate with the newly formed Cor- 
porate Fiduciaries’ Association. 





JERSEY SUN LIFE PRODUCTION 





Newark Agéncy Closes Year With Over 
Two Million Increase Over 
Last Year 





At a luncheon which was held this 
week by the Newark Agency of the Sun 
Life of Canada at the Robert Treat 
Hotel, Newark, it was announced that 
the agency had closed its year on June 
12 with an increase of paid for business 
of $2,105,000 over that of last year. The 
paid for business of the first six months 
of this year amounted to over $4,000,000 
and it is expected that the agency will 
pay for between eight and ten millions 
at the end of the company’s year. 

The lowest full year man paid for 
$122,000 while the highest rate of pro- 
duction was $750,000. The average 
monthly production of the agency per 
agent for full time agents was $25,000 

At the luncheon Graham French gave 
a talk on the new group pension plan 
which the company has recently placed 
in the field. Another speaker was 
Leslie McDouall, associate trust officer 
of the Fidelity Union Trust Co. of New- 
ark, who gave an outline on insurance 
trusts. E. C. Hoy, general manager of 
the Newark agency, presided. 





TO TOUR COUNTRY 
Ernest D. Finch, Sr., general agent 
for the Missouri State Life in Newark 
and vicinity, contemplates taking a two 
months’ trip through the south and 
western part of the country. He will 
leave about July 20. 





KLINGMAN MONTH IN WEST 

A campaign by the Tri-State agency 
of the Equitable Society at Salt Lake 
City in honor of W. W. Klingman, sec- 
ond vice-president, during May, resulted 
in 746 cases completed, almost entirely 
on binder for $2,108,194, 
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Can Contest Only By 
Actual Court Action 


WHAT CONSTITUTES “CONTEST” 





N. Y. Court of Appeals Gives Opinion 
Involving Incontestable Clause in 
Killian Case. 





A recent decision of the Court of Ap- 
peals of New York in the case of Killian 
y. Metropolitan Life, decided the point 
that where a policy contains a clause 
making it incontestable, the insurance 
company in order to contest, must do so 
jn actual court proceeding or in answer 
to an action against it. 

The Metropolitan Life issued to 
George Killian a policy dated November 
28, 1923, payable to his wife. Later four 
children were added as_ beneficiaries. 
The policy contained the clause making 
it incontestable after two years, which 
date would be November 28, 1925. The 
insured died October 20, 1924, survived 
by his wife and his four children. The 
company denied liability on the ground 
of breach of warranty and fraud. The 
company received from the wife a gen- 
eral release and paid her in return $107, 
the premium collected during the life of 
the insured. No money was paid to the 
children, who were minors, and no re- 
lease was signed by them. This action 
was begun in February, 1928. The sur- 
viving children moved for judgment in 
their favor to the extent of the portion 
of the policy. The Special Term de- 
nied the motion but it was granted by 
the Appellate Division and by this de- 
cision the Court of Appeals upholds that 
decision. 

The opinion in part says: 

“A contest, then, begins when the in- 
surer avoids, or seeks to avoid, the ob- 
ligation of the contract by action or de- 
fense. If the insured or the beneficiary 
is plaintiff, suing to declare the policy in 
force or to recover money due, the con- 
test takes its start when the insurer 
serves an answer disclaiming liability. 
If insured and beneficiary hold back, 
preferring to wait till the time for con- 
test has expired, the point of beginning 
is the time when the insurer sues in 
equity to declare the policy annulled. 
There are said to be practical difficulties 
in applying such a formula. The policy 
may be payable to the estate of the in- 
sured, and the personal representatives 
may not be named till the expiration of 
the time permissible for contest. These 
and like complications will be unraveled 
when they develop. There is support for 
the conclusion that by fair implication 
the non-existence of narties amenable to 
suit will extend the limit of time within 
which suit may be begun. 

“Nothing now decided is to be read as 
affecting the validity of an accord and 
satisfaction between parties capable of 
contracting, or of a release or surrender 
as part of an agreement of recission. 
Here there was neither capacity on the 
part of the infants to release their 
cause of action, nor tender of value to 
them or to any guardian of their prop- 
erty. The wife took the premiums for 
herself and no one else. She was not 
even the administratrix of the estate of 
the insured. Release or recission, how- 
ever effective as to her, was void as to 
the plaintiffs. 

“The judgment 


: should be affirmed, 
with costs.” 





E. H. HURST GENERAL AGENT 

Frederic H. Rhodes, president of the 
Berkshire Life, has announced the ap- 
pointment of Edward H. Hurst as gener- 
al agent for the company with offices 
in the Central building, Knoxville. Mr. 
Hurst is a native of Knoxville and has 
been in the life insurance business for 
a number of years. He is a large per- 
Sonal producer and has a wide acquaint- 
ance among underwriters. L. M. Nich- 
ols, who has been with Mr. Hurst for 
a number of years, will continue his as- 
Sociations with the general agency. 









back of every door bell. 


Independence Square 






THE HOME LIFE INSURANCE COMPANY OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 


Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 





Letter That Saved a $5,000 Policy 


J. F. Tracy, State Mutual Life, of 
Rochester, N. Y., says the company pa- 
per, “Field Service,” used the following 
letter and saved a $5,000 policy: 

Dear Sir:—Permit me to suggest that 
you look at the insurance program not as 
you would consider an ordinary invest- 
ment proposition, but rather in terms of 
income at a stated age, certain in amount 
and continuous. 

In spite of every other known precau- 
tion it too often happens that, by some 
unfriendly “kink of fortune” income fails, 
wholly or partly, when most needed, usu- 
ally past middle life. Then, a check of 
one hundred (100) dollars, more or less, 
handed in by the insurance company 
every thirty days is a “life saver”; that’s 
sure. 

But, in any event, whether needed or 


not it is full value received with interest; 
and it keeps coming every month. 

Principal is worth only what it will 
yield, and the essential idea of the in- 
surance program is to make the use of 
a comparatively small principal sum now, 
and for a limited time, create and bring 
in big returns later; that is, to consoli- 
date a small interest surplus for a few 
years into a highly productive fund 
available when big returns and no worry 
are most desired. 

It is simply “locking the gates” against 
one of the most frequent and distress- 
ing hazards of life, and, at the same 
time deriving a profit from the trans- 
action; but the profit is not so much 
to be thought of as the certain delivery 
of the check every month without worry 
or bother. 

Very truly yours, 








HOOD HEADS RICHMOND ASS’N 





Equitable Manager Made President of 
Richmond Life Association; Other 
Officers Elected 


At the annual meeting of the Life 
Underwriters’ Association of Richmond 
held last week, Jesse H. Hood, Equit- 
able of New York, was elected presi- 
dent. Other officers elected were as fol- 
lows: Horace F. Sharp, Atlantic City, 
first vice-president; Carlton P. Moffatt, 
Penn Mutual, second vice-president; 
Marsten Crump, Prudential, treasurer; 
Lawrence W. Efford, Prudential, secre- 
tary. The officers and the following 
members compose the new executive 
committee: T. Pryor Campbell, Jr.; 
G. W. Diggs, Luther W. Wells, W. D. 
Love, B. I. Chapman. 

G. W. Diggs was re-elected national 
committeeman. Report of the retiring 
president reviewed activities of the as- 
sociation during the past year. The fol- 
lowing new members were admitted: 
Lew W. Stringer, Henry Clay Whiting, 
Dorsey Warfield Lynch, Archibald C. 
Harrison, Connecticut Mutual; Marsten 
Crump, Prudential; Ozias T. Funk- 
houser, Richard H. Corr, Penn Mutual; 
J. H. Long, Continental Life. 





HEADS OKLAHOMA ASSOCIATION 


At the annual meeting of the Okla- 
homa Association of Life Underwriters 
last week, L. C. Mersfelder, general 
agent, Kansas City Life, was elected 
president of the organization. Other of- 
ficers elected are as follows: ‘Robert H. 
Carter, general agent, Connecticut Mu- 
utal, vice-president; Arthur Wood, spe- 
cial agent, New York Life, treasurer, and 
Miss Josephine Lincoln was re-elected 
secretary for the fifth consecutive time. 





BANKERS NAT’L IN OREGON 

The Bankers National Life of Jersey 
City has been licensed in Oregon, mak- 
ing twenty states in which the company 
is now doing business. 





Frank H. Smith, Commissioner of 
Banking and Insurance of New _ Jersey, 
is rapidly recovering from a serious ill- 
ness and is expected to return to active 
duties at Trenton about the middle of 
July. 


SETS DISTRICT OFFICE RECORD 





W. L. Kelaghan, Office, John Hancock, 
at Providence, Celebrates $2,000,000 
Month by Trip to Home Office 


The John Hancock District office at 
Providence, under William L. Kelaghan, 
has always made May a special produc- 
tion month since Mr. Kelaghan took 
charge in 1914 and this year the office 
set a mark for the company’s district 
offices by writing $2,000,000 ordinary 
business. On this the company issued 
$1,712,750. 

The leading assistant managers were 
J. Moretti and E. Coppola, and the lead- 
ing agents were H. Mangili, C. Morrison, 
S. Siskind, P. Salzillo, J. Ricci, M. Como, 
A. Di Nussi, E. Di Troia, M. Freeman, 
A. Spaziano. 

The record month was celebrated by 
a trip to Boston on June 13, when the 
leaders and members of the office staff 
visited the home office, and were com- 
plimented by Vice-President Elbert H. 
Brock. An afternoon at Fenway Park 
watching a baseball game and dinner at 
the Weber Duck Farm Inn, Wrentham, 
Mass., completed the day’s outing. 





19 NEW GROUP CASES 


Nineteen business enterprises, located 
in various parts of the United States, 
have given their endorsement to group 


life insurance by acquiring such protec- 


tion for their employes, according to an 
announceemnt made by The Prudential. 
The nineteen policies involve a total of 
$5,708,250, and insure 4,036 wage earn- 
ers. Three of the policies are of the 
non-contributory type, the employing 
company issuing the protection without 
cost of the employes. The other six- 
teen companies share in the payment of 
the premiums with their workers. 





BUREAU HOLDS FIELD DAY 

Staff members and their families en- 
joyed the annual field day outing given 
by John Marshall Holcombe, Jr., man- 
ager of the Life Insurance Sales Re- 
search Bureau, at his summer home, 
“Overlodge,” near New Hartford, June 
11. Events of the day included target 
shooting, baseball, swimming, a picnic 
lunch and supper. 


Insurance Officials, 
Program at Toronto 


PLANS FOR JOINT MEETING 





Canadian Superintendents and U. S. 
Commissioners’ Convention to Be at 
Royal York Sept. 13 to 19 





The international meeting of the Na- 
tional Convention of Insurance Commis- 
sioners of the United States and the 
Association of Superintendents of Insur- 
ance of the Provinces of Canada, which 
will be held at the Royal York Hotel, 
Toronto, September 17, 18 and 19, has 
before it an interesting program which 
includes an address by the Prime Min- 
ister of Ontario, G. Howard Ferguson. 

It will be the sixtieth convention of 
the United States insurance officers—the 
first to be held outside the boundaries of 
the country and the twelfth of the 
Canadian organization. 

The opening session will be a joint 
meeting presided over by Howard P. 
Dunham, Connecticut Commissioner and 
president of the U. S. Convention, as 
chairman, and Arthur E. Fisher, Sas- 
katchewan superintendent and president 
of the Canadian Association, as vice- 
chairman. The business sessions of the 
two organizations will be held separately 
and in accordance with their usual cus- 
tom. The business sessions of the 
Canadian Association will be held on 
September 13, 14 and 15 in an endeavor 
to finish before the joint opening ses- 
sion of September 17. 

Local arrangements are being made by 
R. Leighton Foster, superintendent for 
Ontario, and T. G. McConkey, general 


“manager of the Canada Life, Toronto, 


who is chairman of the entertainment 
committee. 

The opening session on Tuesday, Sep- 
tember 17, will be followed by a busi- 
ness session of the National Conven- 
tion. In the afternoon there will be a 
sight-seeing trip, followed by a golf 
tournament for which a championship 
cup has been provided by the Canadian 
entertainment committee. In the even- 
ing there is to be a moonlight excursion 
by boat on Lake Ontario. At midnight 
the annual Pamunkey Pow-Wow is 
scheduled. 

On Wednesday morning and after- 
noon there are business sessions of the 
National Convention. Later in the af- 
ternoon there is to be a reception by 
the Lieutenant-Governor of Ontario at 
his Government House. 

In the evening T. G. McConkey is to 
be chairman at a banquet, at which G. 
Howard Ferguson, Prime Minister of 
Ontario, and Howard P. Dunham are to 
be the speakers. It will be followed by 
a ball. 

On Thursday morning will be a further 
business session of the National Conven- 
tion. In the afternoon there will be a 
motor trip to Niagara Falls and the 
Chippewa Development of the Hydro- 
Electric Commission of Ontario. Dinner 
is to be at the Refectory, Niagara Falls, 
as guests of the Prime Minister and the 
Government of Ontario. 





POLICYHOLDERS’ MONTH 


The month of June has been set aside 
by the Guardian Life as policyholders’ 
month, with the unusual feature of of- 
fering to their policyholders additional 
coverage without medical examination 
under certain conditions. Applications 
up to $10,000 additional will be consid- 
ered from male or unmarried females 
between ages 15 and 50, provided the 
company has not previously expressed 
its unwillingness to increase the amount 
carried by the policyholder, and the as- 
sured has had a complete medical ex- 
amination subsequent to May 31, 1926. 
The amount of insurance that may be 
secured by a policyholder when added 
to any existing company coverage issued 
without medical examination, cannot ex- 
ceed a total sum of $30,000. The offer 
applies to all kinds of coverage except 
term. 
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LIVE HINTS FOR BUSINESS 





Practical Suggestions to Help the Man With the Rat 
Book Increase His Income and General Efficiency 


Henry B. Hyde, 


Advice founder of the Equi- 
From the table Society, in a 
Past circular addressed to 


Equitable agents in 
1871 gave some advice that holds good 
today. He wrote: It may be that you 
do not think enough; that you are not 
thoroughly awake. 

“Let the problem be to produce a 
given result in your agency. Consider 
all the present means of accomplishing 
it; go out of the old ruts; think it over 
deeply; invent new ways; choose the 
best plan; develop it distinctly; weigh 
every point; when approved change your 
anxious thought to determine action and 
press through all discouragement; and if 
your energy increases in the same ratio 
that obstacles thicken around you, you 
will, as a rule, accomplish your purpose.” 

ee 


Moments that seem 


Using necessarily useless 
Waste may be turned into 
Moments profitable ones, Har- 


ry H. Calvin of the 
Connecticut Mutual in Tulsa, Okla., says 
in “Conmutopics.” 

He tells his story thus: 

A few days ago I went to an inter- 
urban station to take a car to a nearby 
town and as it was a rather cool day 
I stepped inside the station to wait, and 
let the car get away from me. There 
would be a twenty minute wait until the 
next car and feeling somewhat dis- 
gusted with myself for my stupidity, I 
walked outside and watched the car dis- 
appear down the street. 

What to do! what to do! 

I noticed a sign over a business across 
the street and thought to myself that I 
might as well be talking insurance. I 
went in and approached the prospect, 
who was at the time very busy, but my 
approach evidently registered for I had 
about a twelve minute interview and 
then went back to take my car alto- 
gether consuming fifteen of my other- 
wise twenty idle minutes. 

Today this man went with me to the 
doctor and was examined, signed the ap- 
plication and paid for the insurance. The 
case was five thousand and so I made 
$4.50 per minute for the twenty minute 
wait or fifteen minutes work. I have de- 
cided that I am not financially able to 
waste many minutes at $4.50 per. 

ee 


The problem of 
prospects is an ever- 
present one to many 
life insurance agents, 
yet some field men 
seem to have more people to see than 
they can get around to. An example of 
how one contact can lead to many closed 
cases is cited by the Connecticut Gen- 
eral in the company’s agency paper. W. 
M. Intlehouse, of Providence, represent- 
ing Connecticut General, called at the 
Rex Manufacturing Co. with’ the idea 
of closing a prospect he had there—a 
stenographer. He sold her $2,000 and 
followed this up with a sale of $10,000 
to the treasurer. The treasurer turned 


One Prospect 
Leads To 


Six Policies 






out to be one of these key men agents 
are always looking for and introduced 
him to the president of an affiliated con- 
cern who took $10,000, and also to an 
employe of his own organization who 
said he would like $10,000 but couldn’t 
afford it. The treasurer raised his sal- 
ary on the spot to dispose of this dif- 
ficulty and the application was signed. 
The treasurer then introduced the agent 
to one of his salesmen who also took 
$10,000. All five policies were written 
in one morning. By afternoon enthusi- 
asm for insurance had spread across 
the street and Mr. Intlehouse took the 
application of the owner of a neighbor- 
ing business for $10,000. Premiums for 
the day totaled $735 and all but one 
policy is payable annually. 


a 
William Feather, 
Concentrate “business philosoph- 
On Few er” of the Curtis- 
Customers Martin syndicate, 


says in his daily ad- 
vice in the papers: “Think of the money 
that would be saved if buyers would 
concentrate their purchases, and if sell- 
ers would concentrate their sales at- 
tack on a limited number of buyers. 

“Take life insurance. Why should a 
man take out policies in six or eight 
different companies when one can serve 
him far better and at exactly the same 
price? 

“On the other hand, why should sales- 
men be encouraged to open up dozens 
of new accounts when they have not 
begun to tap the buying capacity of 
the customers already on the books? 
Why not concentrate on a few custom- 
ers and get all their business? Of what 
value is a trial order if it is followed 
by other trial orders, but never produces 
a real order ?” 





WOODMEN INCREASE RATES 





Largest Fraternal Raises Premiums On 
All Old Business; Last to 
Take Such Action 
The Modern Woodmen of America, 
the largest fraternal in the country, at 
their quadrennial meeting in Chicago, 
voted to establish its entire insurance 
account upon a more stable basis by in- 
creasing rates. It is among the last of 
the fraternals to take such action, it is 

said. 

It is recalled that the society in 1919 
increased its rates on all new business 
written, but let the old business continue 
under the rates then in use. The plan 
contemplates the segregation of the re- 
quired reserve on the business since 
July 1, 1919, for the benefit of those cer- 
tificate holders, while the old, or busi- 
ness issued prior to July 1, 1919, will be 
given an opportunity to voluntarily ac- 
cept one or more of the new forms of 
certificates or options that are provided 
in the newly adopted by-laws. 

The society also will increase its limit 
on a single life to $10,000 instead of be- 
ing limited to $5,000. 


Gerard S. Nollen, President 


Gains in Millions of Dollars Mark 
Bankers Life Company’s Best Year 


1928 Gains 
Gain in Income, nearly................. $ 3,000,000 
Gain in Assets, over................... $ 14,800,000 
Gain in Legal Reserve Life Insurance 
ie POE, OUUE So oy. es .$ 52,000,000 
1928 Totals 
Total Income, over ...................- $ 37,500,000 
Total Assets, over .................... $118,400,000 
Total Life Insurance in Force, over...... $886,000,000 
1928 Business 
Total Life Insurance Paid-For, over...... $140,000,000 


BANKERS LIFE COMPANY 


Established 1879 


Des Moines, Iowa 











OLD COLONY LIFE HEARING 





Chicago Company Shows Florida Land 
Worth More Than Appraiser 
Had Claimed 
The testimony of D. J. Kable, real es- 
tate appraiser of Springfield, Ill, who 
had testified as to the Florida holdings 
of the Old Colony Life in the receiver- 
ship action brought by the state, was 
considerably shaken on ‘Tuesday on 
cross-examination by C. W. Armstrong, 

attorney for the company. 

Mr. Kable had testified on direct ex- 
amination that the Florida holdings of 
the company were worth on an average 
of only $3 an acre and despite this, on 
cross-examination, he raised the valua- 
tion of specific tracts of land when 
questioned about them. 

He admitted before Master in Chan- 
cery Korshak that he had seen only 
3,000 acres of the company’s 7,660 acres 
and that he did not see the remainder 
because he did not have time. He also 
admitted that he could not make an ac- 
curate valuation because of failure to 
see the land. He also said that he had 
been on the land only four and one-half 
hours on May 16. 








TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth your while to inquire 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 


110 William Street 
New York City 
Beekman 5058-6691 

















F. H. SCHULZE PROMOTED 
Frederick H. Schulze formerly as- 
sistant manager of Division R, has been 
promoted to manager and placed in 
charge of Division P at the home office 
of The Prudential. 














A 


size. 


degree of its service. 
its service broadens. 





34 Nassau Street 


DAVID F. HOUSTON 
President 





“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 


success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd bie aececans 


Manager of Agencies 
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How Insurance Advertising 


Conference Functions 


By JOHN HALL WOODS, 
Advertising Manager, Great Northern Life, Chicago 


Advertising is, I believe, the most im- 
portant subject facing the insurance 
world today. On all sides we havé seen 
a growing appreciation of the benefits 
which will follow adequate advertising 
—both by companies as a whole and by 
individual companies. 

There is a tremendous responsibility— 
and a tremendous opportunity—for: 1. 
Educating the public as to what insur- 
ance will do; 2. Educating and stimu- 
lating the agent in progressive meth- 
ods of getting more business; and 3. 
Keeping the policyholder sold on _ his 
coverage and on the company; to hold 
his business on the books and to get 
more business from him. 

Advertising and sales promotion, prop- 
erly used, will do these things. The In- 
surance Advertising Conference is vi- 
tally interested in finding and develop- 
ing methods which will accomplish these 
important results. 

The Conference is made up of the 
advertising tepresentatives of insurance 
companies in the United States and 
Canada—life, fire and casualty and sure- 
ty. Others interested in insurance ad- 
vertising, such as trade journal repre- 
sentatives, also belong to the organiza- 
tion. 

The objects of the conference are to 
encourage and stimulate a better under- 
standing and a more efficient use by 
insurance companies of the great force 
of advertising. 

_ The results have been highly satis- 
factory to those companies and individ- 
ual members who have entered whole- 
heartedly into the conference, deter- 
mined to get all they could from it, 
and also to give what they could for the 
edification of others. 

There is an annual meeting in Oc- 
tober of each year. Usually it is held 
the same week, in the same city, the 
two days preceding the meeting of the 
Direct Mail Advertising Association. 
Members of the conference who can 
spare an additional two or three days 
have the advantage of being able to at- 
tend both meetings, and of getting the 
fare-and-a-half rate granted to the 
D. M. A. A. 

Membership is held by individuals, but 
any representative of a company is wel- 
come at the meeting and may attend 
without being a member. The Confer- 
ence also publishes a bulletin, but it is 
sent to members only. 

At the conventions there is a happy 
division between general sessions and 
group meetings. There is a life group, 
a fire group, and a casualty and surety 
group. In the group sessions the dis- 
cussions become more specific, and are 
an interchange of ideas and informa- 
tion between representatives of compa- 
nies having the same problems. 

The conventions are run on strictly 
business lines, with very little time al- 
lowed for entertainment. One of the 
insurance trade journals, commenting on 
a meeting of the Insurance Advertising 
Conference, said: “This is one conven- 
tion that attends strictly to business and 
Strives to progress in service. The pro- 
gram, previously published by us was 
followed strictly, and the time schedule 
stuck to at all sessions. All forms of 
advertising were thoroughly discussed. 
Probably everybody went away with 
something valuable to him derived from 
the free conference on many points.” 
The conference membership is distrib- 
uted among both large and small com- 
panies, and all representatives derive 
much benefit. 

When I say the conference is made 
up of the advertising representatives of 
companies, I do not imply that they are 
all advertising men, primarily. Some of 
our members hold such titles as presi- 
dent, vice-president, secretary, assistant 
secretary, superintendent (or assistant 
superintendent) of agents, manager of 


service department, supervisor of field 
service, publicity director; in fact, al- 
most all titles are represented. 

You will find that many companies are 
interested which are not large advertis- 
ers. Many, indeed, do not even adver- 
tise at all, in the way advertising is 
usually considered. But all are interest- 
ed in helping their agents to produce 
more business and keep it on the books, 
through stimulating plans and sugges- 
tions. 

Discard the impression, if you have it, 
that the Insurance Advertising Confer- 
ence is interested in magazine advertis- 
ing only, or newspaper advertising only 
—or in any one kind of advertising. It 
is interested in the promotion and mer- 
chandising of insurance of all kinds. You 
would be surprised at the variety of 
the programs and group discussions, and 
the wealth of ideas which are freely 
given on a wide range of subjects by 
men and women who can speak from 
experience they and their companies 
have had. 

The fact that the name of the organi- 
zation is the Insurance Advertising Con- 
ference should not cause you to imagine 
that the scope of the work is limited. 
Companies doing little or not advertising 
can well afford to become members, be- 
cause our conception of advertising em- 
braces many branches of insurance en- 
deavor, such as sales promotion, con- 
tents, conservation, etc., which generally 
are not thought of as advertising. 


KERR MADE GENERAL AGENT 
Orville H. Kerr has been appointed 
general agent for the Atlantic Life at 
Springfield, Mo. Mr. Kerr has been en- 
gaged in the life insurance field for 
many years and is fully qualified to fill 
the position to which he has just been 
appointed. 














256 Broadway, New York 








—WANTED— 


Several PREFERRED Men 
To Sell PREFERRED Whole Life 
To PREFERRED People 
For A PREFERRED Company 
Thru A PREFERRED Agency 


The right men can make valuable 
connections with us at this time. 


Are You One Of These Men? 


ROBBINS & SIMONS, General Agents 
HOME LIFE of NEW YORK 


WANT STATE CONVENTION 





Binghamton Life Underwriters Making 
Bid For State Sales Congress and 
Annual Meet 


The members of the Binghamton Life 
Underwriters feel that they have an op- 
portunity to bring the annual conven- 
tion and sales congress of the New York 
State Life Underwriters to their city 
providing they increase the membership 
of their organization, and they have 
started an active membership drive, this 
action having been decided upon at their 
monthly meeting held last week. 

At the same meeting Conrad C. Klee, 
George E. Brainard and Ivan Greenman 
were elected to the board of directors. 
Klee and Brainard will fill the unexpired 


terms of W. B. Smith and H. A. Wedge, 
who have removed to other parts of 
the state, while Mr. Greenman succeeds 
T. J. Lainhart, whose term has expired. 


WINS ADVERTISING PRIZE 








Reliance Life Awarded Honors For 
Newspaper Publicity in Exhibition 
at Pittsburgh 
The Reliance Life was awarded first 
prize for general newspaper advertising 
in the second annual exhibition of the 
Pittsburgh Advertising Club, held recent- 
ly in Pittsburgh. In the same exhibit, 
the “Reliance Bulletin,” the magazine 
which is issued monthly to the agents 
of the company, was awarded second 

prize among house organs. : 
The exhibit was open to advertisers 
of all kinds in Pittsburgh. It was di- 
vided into nineteen groups, according to 
the character of the advertising, and two 
awards were made in each group. 





NOW HAS LEGAL ADVISOR 


The Life Underwriters Association of 
New York City has a legal advisor re- 
tained for the benefit of members in 
connection with insurance cases. He is 
Denis B. Maduro, of 149 Broadway. 

















‘The 
Berkshire’s 
“PREFERRED LIFE” 


50% Commission and your renewals 
guaranteed. Illustratiens on request. 


§. SAMUEL WOLFSON, Gen’. Agent 
BERKSHIRE LIFE INSURANCE COMPANY 
Suite:21503—225 West 34th St., N. Y. 


’Phones PENnsylvania 6878-6879 


























HEADS CHICAGO ASSOCIATION 





E. B. Thurman New President of Life 
Underwriters; Other Officers 
Elected 

E. B. Thurman, Chicago manager of 
the Missouri State Life, was elected 
president of the Chicago Association of 
Life Underwriters at the annual meeting 
held last week at the LaSalle Hotel. He 
succeeds Byron C. Howes, of the Union 
Central Life. Other officers elected in- 
clude I. B. Jacobs, Mutual of New 
York, first vice-president; A. E. Patter- 
son, Penn Mutual Life, second vice-pres- 
ident, and Harry T. Wright, Equitable 
Life of New York, treasurer. 

Directors elected include: Samuel T. 
Chase, Connecticut Mutual; Roy L. Da- 
vis, Central Life of lowa; Marc A. Law, 
National of Vermont; Arthur L. Miller, 
New England Mutual; L. H. Tracy, 
New York Life; and F. C. Wigginton, 
Aetna Life, all for two years; and John 
R. Hastie, Mutual Life of New York, 
for one year to fill a vacancy. 

The association is planning a concerted 
drive against twisting and rebating in 
Chicago and has obtained the co-opera- 
tion of the Chicago Better Business Bu- 
reau in a publicity campaign. Walt 
Tower, the new managing director of 
the association, was introduced at the 
meeting. 





MADE MANAGER AT OMAHA 

Floyd .R. Miller has been appointed 
manager of the Penn Mutual’s Omaha 
agency, as successor to Gould & Sturges, 
for many years the general agents, who 
desire to confine themselves to personal 
production. 

Mr. Miller is a graduate of James 
Millikin University at Decatur and 
served in the World War. His life in- 
surance experience began in 1921 as an 
agent at Decatur, Ill. Two years later 
he went to Quincy, IIl., as district man- 
ager, and later removed to Omaha, as 
assistant manager, all of the service 
being in the same company. In 1928 he 
joined the Penn Mutual’s Omaha agency 
as agent, and later was made supervisor. 





LOS ANGELES REACHES GOAL 

The Life Underwriters’ Association of 
Los Angeles has gone over the top in 
securing its quota of memberships as set 
by the National Association for the 
Washington convention in September. 
The membership of the association shows 
practically a 50% increase for the year 
to date. 

About 200 attended the May meeting, 
President Fred C. Hathaway having sev- 
eral excellent speakers for the occasion. 





BUFFALO ASS’N OFFICERS 

The directors of the Buffalo Life Un- 
derwriters Association, meeting follow- 
ing the election of new members of that 
body, chose Reginald T. Wheeler of the 
New England Mutual Life as the presi- 
dent of the organization for a one-year 
term starting this month. Howard W. 
Smith was elected first vice-president; 
Edward A. Dunlap, second vice-presi- 
dent; E. H. Leiphart, treasurer; and 
Edwin Hannel, secretary. 
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Lincoln National 





| Twenty Years With 

















WALTER T. 


SHEPARD 


Walter T. Shepard, vice-president in 
charge of agencies of the Lincoln Na- 
tional Life, has been with the company 
more than twenty years. The story of 
his coming with the Lincoln National 
Life is interesting. He was a field su- 
perintendent for the Security Mutual 
Life at Newark in 1909, when Arthur 
F. Hall, now president of the Lincoln 
National Life, was looking for an agen- 
cy executive. A friend suggested Mr. 
Shepard and President Hall wrote to 
him, asking that he come to Fort Wayne. 
After looking up the size of the com- 
pany, Mr. Shepard wrote back that it 
hardly justified the expense trip for he 
had no idea of joining a small and strug- 
gling western company. A little later 
Mr. Hall was in Pittsburgh and wired 
Mr. Shepard that if he were concerned 
about the expense trip to Fort Wayne 
the expense trip to Pittsburgh was much 
less. Again he asked him to come on 
for an interview. Mr. Shepard came and 
was convinced. 

The organization he came to had three 
agents. There were three million dol- 
lars of insurance in force. In his offi- 
cial position, Mr. Shepard sat on a kitch- 
en chair in front of a kitchen table in 
a corner of a room over a Fort Wayne 
jewelry store. At the present time there 
are twenty-five hundred agents of the 
company who wrote $32,000,000. 





MADE ASS’T. MEDICAL DIRECTOR 





Dr. E. V. Sweet, of Syracuse, Added 
To Medical Staff of Mutual Bene- 
fit of Newark 
Dr. Earl V. Sweet has been made an 
assistant medical director of the Mutual 
Benefit Life of Newark, succeeding Dr. 
T. A. Smith, who is now in private prac- 

tice at Short Hills, N. J 

Dr. Sweet comes from Syracuse, N. 
Y., where he has been an examiner for 
a number of years. He is a graduate 
of Colgate University and Cornell Medi- 
cal College and served in both the New 
York Hospital and the Presbyterian Hos- 
pital in New York. He was professor 
of internal medicine and clinical medi- 
cine at Syracuse Medical College for a 
number of years and was president of 
the staff of the Syracuse University 
Hospital. 





AGENT STARTS WELL 
Since February 26, 1929, when he 
started with the A. A. Harris agency of 
the Equitable Society in New York, 
Charles S. Solender had written thirty- 
two cases for $125,000. Twenty-nine of 


these, totaling $103,000, have been paid 
for. Heis a graduate of the Home 
Office Training School. 


Postal National Life 
Starts Business Here 


POSTAL LIFE RUNNING-MATE 








William R. Malone, President; James A. 
Grizzard, Vice-President; To Have 
Agency Organization 





The Postal National Life, the com- 
pany which William R. Malone, presi- 
dent of the Postal Life, has had under 
organization for several months past, 
started writing business on Monday of 
this week. It has its home office in the 
Postal Life Building, Fifth avenue and 
43d street, New York City. Mr. Malone 
is president. Other officers are the same 
as those of the Postal Life, including 
Tames A. Grizzard, head of the Grizzard 
System of America, who has been 
elected a vice-president of both com- 
panies. 

The Postal National Life will be a 
running mate to the Postal Life, which 
sells by mail. The new company will 
supplement the work of the sale of in- 
surance by mail by means of its agents. 
The Postal Life now has $22,000,000 as- 
sets and $56,000.000 insurance in force. 

The Grizzard System is a monthly pay- 
ment plan linked up with banking ar- 
rangements. 


——= 











THE EUREKA-MARYLAND ASSURANCE CORPORATION 


BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all aii forms of Life Insurance, ineluding Industrial, Ordinary 
and Group 


J. N. WARFIELD, President 











Forty Years With She Aetna Life, 
“Wm. Nicolay Still In “he Field 


After forty years with the Aetna Life, 
William Nicolay is still in the field. He 
iS an associate general agent in Brook- 
lyn with Gilbert V. Austin, who suc- 
ceeded James P. Graham as general 
agent there. 

When Mr. Nicolay started with the 
Aetna Life at the age of twenty, the 
agency of the Aetna was on the same 
site as the present Graham agency, 165 
Broadway. The general agent was Frank 
Bushnell, now senior vice-president. The 
other members of the agency were a 
stenographer and a bookkeeper. He came 
to the agency, incidentally, through a 
newspaper want-ad. 

After three years with the Bushnell 


agency, Mr. Nicolay was appointed to 
head the new branch covering Brook- 
lyn and Long Island. He was general 
agent there until 1926, when he retired 
and was succeeded by Graham & Luther. 
He remained as associate general agent 
with that agency and its successors, 
James P. Graham and Gilbert V. Austin. 

Because of his long career, Mr. Nico- 
lay has been able to solicit directly fath- 
er, son and grandson, and may yet so- 
licit the great-grandchildren of some of 
his original clients. That he is not yet 
out of the selling field is shown by the 
fact that he had been out on a case 
just before a reporter for The Eastern 
Underwriter called. 











Life 
Accident - Health 
Group 








New Ideas | 
New Selling Helps-- 


The Missouri State Life is Constantly Seeking 
New Ways to Help Its Men in the Field 


Training is essential; sales facts and litera- 
ture are necessary, and publicity is a valu- 
able asset—but the man who, in addition to 
all of these, has a real policy to sell, a real 
idea to present, is the man who finds both 


pleasure and profit in his work. 


=e addition to practical helps through our Educational, Sales Research and 
Publicity Departments, we are constantly giving our men nex: policies, new 
types of insurance, new selling ideas. 


Sales helps that really help. 


Besides several new policies, we offer all 
of the regular standard forms—more than 
fifty different types. 


Men of high character and ability are offered 
a real future with the Missouri State Life— 


The Progressive Company 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


Hillsman Taylor, President Home Office: St. Louis 





Name 
Address 





Missouri State Life Insurance Co. 
St. Louis 


Send me your Agency proposal 
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Group Annuity Now Established 


Last Year $2,354,935 Was Paid In Premiums On 46 Contracts Of 
One Company; Only 3 Contracts In 1924; 17 Contracts 
Written In 1929 To Date; What Group Annuity Is; 

Sold As “Package” Program 


Group Annuity, the infant of life in- 
surance, is beginning to take its place 
as a feature of group coverage, R. A. 
Hohaus, assistant actuary of the Met- 
ropolitan Life, revealed in discussing the 
subject at the annual meeting of the 
American Institute of Actuaries in Chi- 
cago. One company alone, he said, had 
forty-six contracts in force at the end 
of 1928 with a premium income of $2,- 
354,935 as compared with only three con- 


tracts and $240,833 premium income in 
1924. During the first five months of 


1929 seventeen contracts were placed. 


That Group Annuity is destined to be 
one of the most important branches of 
group insurance is Mr. Hohaus’s belief. 

“For two of the contracts in force,” 
Mr. Hohaus says, “the consideration 
payable in the first contract year, and 
probably in each subsequent contract 
year, exceeds $1,000,000. On another 
contract issued in 1925 over $1,000,000 
was received on account of accrued lia- 
bility.” 

Explaining what is meant by the term 
Group Annuities, Mr. Hohaus says: 

“They comprise a form of Group In- 
surance by which an employer or an 
employer and his employes jointly, may 
purchase annuities for the employes 
under a group contract issued to the 
employer. A retirement annuity is pay- 
able to each employe covered under the 
contract upon retirement from active 
service at a specified age. Employes al- 
ready retired or eligible for immediate 
retirement may be included under the 
contract if the employer so desires. 

“The retirement annuities are de- 
ferred annuities, except for employes 
already retired or eligible for retirement 
for whom immediate annuities are pur- 
chased.” 

The premiums may be paid in monthly, 
quarterly, or semi-annual instalments. 
Provision may be made for return at 
death of premium less annuity payments, 
with or without interest. The annuities 
may be owned wholly or in part by the 
employe when purchased, or be contin- 
gent upon his remaining in active service 
until the retirement date. The contract 
may include a total and permanent re- 
tirement clause, and may be issued alone 
or as part of a comprehensive group in- 
surance program. 

After trying various methods of group 
annuities plans, since the first was 
adopted in 1921 under the term “Group 
Pension Contract,” a plan was devel- 
oped which has to a great extent solved 
the problem of making Group Annuities 
salable to both the employer and em- 
ployes. 

Sold in “Package” Form 

“The development which has, to a 
great extent, solved the problem by ob- 
taining a_ satisfactory percentage of 
participation by employes,” Mr. Hohaus 
says, “was the combination of a Group 
Annuities program with other forms of 
group insurance into a ‘package.’ No 
doubt the solution will seem obvious to 
the reader, but there were several years 


of experiment before it was found. To 
the long deferred coverage of retirement 
annuities is added immediate coverage in 
the form of life insurance and disability 
insurance. The young. employe as well 
as the older one is usually interested in 
life insurance or disability insurance, or 
both, and hence will become a contrib- 
utor in order to obtain the immediate 
coverage. He is offered the program as 
a whole and is not allowed to elect to 
contribute for the life insurance, disa- 
bility insurance, or annuities, as he 
wishes. If he wants the life insurance, 
to obtain it he must contribute for the 
retirement annuity. The employe’s con- 
tribution buys as much of the total as 
it will, and the employer must purchase 
the balance. 

“We have been greatly surprised to 
find from our experience that one of 
the strongest assets of the package pro- 
gram is the payment of surrender value 
on termination of employment,” Mr. 
Hohaus points out. “This is especially 
true in a group where there are a num- 
ber of girls, for after they have com- 
menced making contributions, they for- 
get about them and they are often sur- 
prised and delighted when they leave the 
employment, to find a_ substantial 
amount of money payable to them. In 
securing participation of the younger 
women, the two strongest selling points 
the company has are the temporary dis- 
ability benefit and the surrender value.” 

In his discussion Mr. Hohaus touched 
on the technical problems involved in 
Group Annuities, such as the basis of 
premium rates, underwriting rules, op- 
tions of the employe, and administra- 
tive problems, and in conclusion says: 

“There are many evidences that Group 
Annuities will become a very important 
part of Group Insurance, and, as this 
paper perhaps indicates. it is one of the 
most complicated branches of life insur- 
ance with little tradition or precedent 
to either assist or handicap those ex- 
perimenting in that field.” 





E. A. WOODS CO. FIGURES 





Record Production in Qualifying for 
Agency Convention in July; To 
Hear Well-Known Speakers 
The Edward A. Woods Co. of Pitts- 
burgh established a new record May 
with 1,277 applications for $6,918,230, and 
with $29,644,883 of paid life insurance 
for the first five months established a 
new record over a similar period for 

the previous year. 

Qualification for the thirtieth annual 
educational conference, which will be 
held by the Woods Co. at the Bedford 
Springs Hotel, July 5-10, is partly re- 
sponsible for this record. Ninety un- 
derwriters have thus far qualified. When 
the qualification period ends June 29, it 
is anticipated that some two hundred 
members will have qualified. 

This year’s conference will be marked 
by its speakers, among whom are Dr. 
S. S. Huebner of the Wharton School 
of Finance, Philadelphia; John Marshall 





Provident “Mutual 
Life Insurance Company of Philadelphia 


‘Founded 1865 











confidence and esteem than the 


A HAPPY CHOICE 


In considering a life insurance career, one may be somewhat in doubt as to which 
company to choose. As a man looks carefully over the life insurance field, he 
sees a number of institutions with which any agent might feel proud to be asso- 
ciated, but we do not believe that he can find a company more worthy of his 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than - Billion and Three-Quarters of Insurance in Force 














Holcombe, Jr., director, Life Insurance 
Sales Research Bureau; Courtenay Bar- 
ber, Equitable general agent and mil- 
lion dollar personal producer of Chi- 
cago; Frederic Fuller, general agent, of 
Springfield, Mass.; Vice-Presidents 
Frank L. Jones and W. W. Klingman 
from the Equitable’s home office. 
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Twenty Years With 
Lincoln National 























WALTER T. 


SHEPARD 
Walter T. Shepard, vice-president in 
charge of agencies of the Lincoln Na- 
tional Life, has been with the company 
more than twenty years. The story of 
his coming with the Lincoln National 
Life is interesting. He was a field su- 
perintendent for the Security Mutual 
Life at Newark in 1909, when Arthur 
F. Hall, now president of the Lincoln 
National Life, was looking for an agen- 
cy executive. A friend suggested Mr. 
Shepard and President Hall wrote to 
him, asking that he come to Fort Wayne. 
After looking up the size of the com- 
pany, Mr. Shepard wrote back that it 
hardly justified the expense trip for he 
had no idea of joining a small and strug- 
gling western company. A little later 
Mr. Hall was in Pittsburgh and wired 
Mr. Shepard that if he were concerned 
about the expense trip to Fort Wayne 
the expense trip to Pittsburgh was much 
less. Again he asked him to come on 
for an interview. Mr. Shepard came and 
was convinced. 

The organization he came to had three 
agents. There were three million dol- 
lars of insurance in force. In his offi- 
cial position, Mr. Shepard sat on a kitch- 
en chair in front of a kitchen table in 
a corner of a room over a Fort Wayne 
jewelry store. At the present time there 
are twenty-five hundred agents of the 
company who wrote $32,000,000. 





MADE ASS’T. MEDICAL DIRECTOR 





Dr. E. V. Sweet, of Syracuse, Added 
To Medical Staff of Mutual Bene- 
fit of Newark 
Dr. Earl V. Sweet has been made an 
assistant medical director of the Mutual 
Benefit Life of Newark, succeeding Dr. 
T. A. Smith, who is now in private prac- 

tice at Short Hills, N. J. 

Dr. Sweet comes from Syracuse, N. 
Y., where he has been an examiner for 
a number of years. He is a graduate 
of Colgate University and Cornell Medi- 
,cal College and served in both the New 
York Hospital and the Presbyterian Hos- 
pital in New York. He was professor 
of internal medicine and clinical medi- 
cine at Syracuse Medical College for a 
number of years and was president of 
the staff of the Syracuse University 
Hospital. 

AGENT STARTS WELL 

Since February 26, 1929, when he 
started with the A. A. Harris agency of 
the Equitable Society in New York, 
Charles S. Solender had written thirty- 
two cases for $125,000. Twenty-nine of 


these, totaling $103,000, have been paid 
for. He is a graduate of the Home 
Office Training School. 


Postal National Life 
Starts Business Here 


POSTAL LIFE RUNNING-MATE 








William R. Malone, President; James A. 
Grizzard, Vice-President; To Have 
Agency Organization 





The Postal National Life, the com- 
pany which William R. Malone, presi- 
dent of the Postal Life, has had under 
organization for several months past, 
started writing business on Monday of 
this week. It has its home office in the 
Postal Life Building, Fifth avenue and 
43d street, New York City. Mr. Malone 
is president. Other officers are the same 
as those of the Postal Life, including 
James A. Grizzard, head of the Grizzard 
System of America, who has been 
elected a vice-president of both com- 
panies. 

The Postal National Life will be a 
running mate to the Postal Life, which 
sells by mail. The new company will 
supplement the work of the sale of in- 
surance by mail by means of its agents. 
The Postal Life now has $22,000,000 as- 
sets and $56,000.000 insurance in force. 

The Grizzard System is a monthly pay- 
ment plan linked up with banking ar- 
rangements. 











THE EUREKA-MARYLAND ASSURANCE CORPORATION 


BALTIMORE, MARYLAND 
’ Incorporated 1882 
Issues all modern forms of Life Insurance, ineluding Industrial, Ordinary 
and Group 
J. N. WARFIELD, President 
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Forty Years With Che -Aetna Life, 
“Wm. Nicolay Still In he Field 


After forty years with the Aetna Life, 
William Nicolay is still in the field. He 
is an associate general agent in Brook- 
lyn with Gilbert V. Austin, who suc- 
ceeded James P. Graham as _ general 
agent there. 

When Mr. Nicolay started with the 
Aetna Life at the age of twenty, the 
agency of the Aetna was on the same 
site as the present Graham agency, 165 
Broadway. The general agent was Frank 
Bushnell, now senior vice-president. The 
other members of the agency were a 
stenographer and a bookkeeper. He came 
to the agency, incidentally, through a 
newspaper want-ad. 

After three years with the Bushnell 


agency, Mr. Nicolay was appointed to 
head the new branch covering Brook- 
lyn and Long Island. He was general 
agent there until 1926, when he retired 
and was succeeded by Graham & Luther, 
He remained as associate general agent 
with that agency and its successors, 
James P. Graham and Gilbert V. Austin. 

Because of his long career, Mr. Nico- 
lay has been able to solicit directly fath- 
er, son and grandson, and may yet so- 
licit the great-grandchildren of some of 
his original clients. That he is not yet 
out of the selling field is shown by the 
fact that he had been out on a case 
just before a reporter for The Eastern 
Underwriter called. 
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New Ideas | 
New Selling Helps-- 


The Missouri State Life is Constantly Seeking 
New Ways to Help Its Men in the Field 


Training is essential; sales facts and litera- 
ture are necessary, and publicity is a valu- 
able asset—but the man who, in addition to 
all of these, has a real policy to sell, a real 
idea to present, is the man who finds both 


pleasure and profit in his work. 


i addition to practical helps through our Educational, Sales Research and 
Publicity Departments, we are constantly giving our men ne~: policies, new 
types of insurance, new selling ideas. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


Hillsman Taylor, President 


Sales helps that really help. 


Besides several new policies, we offer all 
of the regular standard forms—more than 
fifty different types. 


Men of high character and ability are offered 
a real future with the Missouri State Life— 


The Progressive Company 


Home Office: St. Louis 





Name 
Address 


Missouri State Life Insurance Co. 
St. Louis 


Send me your Agency proposal 
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Group Annuity Now Established 


Last Year $2,354,935 Was Paid In Premiums On 46 Contracts Of 
One Company; Only 3 Contracts In 1924; 17 Contracts 
Written In 1929 To Date; What Group Annuity Is; 

Sold As “Package” Program 


Group Annuity, the infant of life in- 
surance, is beginning to take its place 
as a feature of group coverage, R. A. 
Hohaus, assistant actuary of the Met- 
ropolitan Life, revealed in discussing the 
subject at the annual meeting of the 
American Institute of Actuaries in Chi- 
cago. One company alone, he said, had 
forty-six contracts in force at the end 
of 1928 with a premium income of $2,- 
354,935 as compared with only three con- 


tracts and $240,833 premium income in 
1924. During the first five months of 


1929 seventeen contracts were placed. 


That Group Annuity is destined to be 
one of the most important branches of 
group insurance is Mr. Hohaus’s belief. 

“For two of the contracts in force,” 
Mr. Hohaus says, “the consideration 
payable in the first contract year, and 
probably in each subsequent contract 
year, exceeds $1,000,000. On another 
contract issued in 1925 over $1,000,000 
was received on account of accrued lia- 
bility.” 

Explaining what is meant by the term 
Group Annuities, Mr. Hohaus says: 

“They comprise a form of Group In- 
surance by which an employer or an 
employer and his employes jointly, may 
purchase annuities for the employes 
under a group contract issued to the 
employer. A retirement annuity is pay- 
able to each employe covered under the 
contract upon retirement from active 
service at a specified age. Employes al- 
ready retired or eligible for immediate 
retirement may be included under the 
contract if the employer so desires. 

“The retirement annuities are de- 
ferred annuities, except for employes 
already retired or eligible for retirement 
for whom immediate annuities are pur- 
chased.” 

The premiums may be paid in monthly, 
quarterly, or semi-annual instalments. 
Provision may be made for return at 
death of premium less annuity payments, 
with or without interest. The annuities 
may be owned wholly or in part by the 
employe when purchased, or be contin- 
gent upon his remaining in active service 
until the retirement date. The contract 
may include a total and permanent re- 
tirement clause, and may be issued alone 
or as part of a comprehensive group in- 
surance program. 

After trying various methods of group 
annuities plans, since the first was 
adopted in 1921 under the term “Group 
Pension Contract,” a plan was devel- 
oped which has to a great extent solved 
the problem of making Group Annuities 
salable to both the employer and em- 
ployes. 

Sold in “Package” Form 


“The development which has, to a 
great extent, solved the problem by ob- 
taining a_ satisfactory percentage of 
participation by employes,” Mr. Hohaus 
says, “was the combination of a Group 
Annuities program with other forms of 
group insurance into a ‘package.’ No 
doubt the solution will seem obvious to 
the reader, but there were several years 


of experiment before it was found. To 
the long deferred coverage of retirement 
annuities is added immediate coverage in 
the form of life insurance and disability 
insurance. The young employe as well 
as the older one is usually interested in 
life insurance or disability insurance, or 
both, and hence will become a contrib- 
utor in order to obtain the immediate 
coverage. He is offered the program as 
a whole and is not allowed to elect to 
contribute for the life insurance, disa- 
bility insurance, or annuities, as he 
wishes. If he wants the life insurance, 
to obtain it he must contribute for the 
retirement annuity. The employe’s con- 
tribution buys as much of the total as 
it will, and the employer must purchase 
the balance. 

“We have been greatly surprised to 
find from our experience that one of 
the strongest assets of the package pro- 
gram is the payment of surrender value 
on termination of employment,” Mr. 
Hohaus points out. “This is especially 
true in a group where there are a num- 
ber of girls, for after they have com- 
menced making contributions, they for- 
get about them and they are often sur- 
prised and delighted when they leave the 
employment, to find a_ substantial 
amount of money payable to them. In 
securing participation of the younger 
women, the two strongest selling points 
the company has are the temporary dis- 
ability benefit and the surrender value.” 

In his discussion Mr. Hohaus touched 
on the technical problems involved in 
Group Annuities, such as the basis of 
premium rates, underwriting rules, op- 
tions of the employe, and administra- 
tive problems, and in conclusion says: 

“There are many evidences that Group 
Annuities will become a very important 
part of Group Insurance, and, as this 
paper perhaps indicates. it is one of the 
most complicated branches of life insur- 
ance with little tradition or precedent 
to either assist or handicap those ex- 
perimenting in that field.” 





E. A. WOODS CO. FIGURES 
Record Production in Qualifying for 


Agency Convention in July; To 
Hear Well-Known Speakers 

The Edward A. Woods Co. of Pitts- 
burgh established a new record May 
with 1,277 applications for $6,918,230, and 
with $29,644,883 of paid life insurance 
for the first five months established a 
new record over a similar period for 
the previous year. 

Qualification for the thirtieth annual 
educational conference, which will be 
held by the Woods Co. at the Bedford 
Springs Hotel, July 5-10, is partly re- 
sponsible for this record. Ninety un- 
derwriters have thus far qualified. When 
the qualification period ends June 29, it 
is anticipated that some two hundred 
members will have qualified. 

This year’s conference will be marked 
by its speakers, among whom are Dr. 
S. S. Huebner of the Wharton School 
of Finance, Philadelphia; John Marshall 
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confidence and esteem than the 


A HAPPY CHOICE 


In considering a life insurance career, one may be somewhat in doubt as to which 
company to choose. As a man looks carefully over the life insurance field, he 
sees a number of institutions with which any agent might feel proud to be asso- 
ciated, but we do not believe that he can find a company more worthy of his 
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More Than a Billion and Three-Quarters of Insurance in Force 











Holcombe, Jr., director, Life Insurance 
Sales Research Bureau; Courtenay Bar- 
ber, Equitable general agent and mil- 
lion dollar personal producer of Chi- 
cago; Frederic Fuller, general agent, of 
Springfield, Mass.; Vice-Presidents 
Frank L. Jones and W. W. Klingman 
from the Equitable’s home office. 
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FORGING AHEAD 
GAINS FOR 1928 


Increase in Paid - for Business 


over 1927 . : 20.38% 


Increase in Gain in Insurance 
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ANOTHER BIG YEAR AHEAD 
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SOME OF THE CONTRIBUTIONS TO AMERICAN LIFE INSURANCE BY 
THE EQUITABLE 





v 5 7 
1. From its inception, 70 years ment basis with life insurance coverage included. 
ago, THE EquiTaBLE Lire Assur- “oe 
ANCE SOCIETY OF THE UNITED 7. It devised the Group Plan of life insurance under 
STATES has advocated the mutual which an employer can by means of a single blanket 
principle in life insurance wher e- policy protect his employees without requiring them 
by the Policyholders constitute to submit to individual medical examinations. 
the Company. ment g 
tes A 8. It devised a Retirement Annuity self pension plan 
2. It was the pioneer in popular- whereby a man or woman may by investing a com- 
a izing life insurance. Its first step paratively small sum annually make absolutely cer- 
was to shorten, simplify and liberalize the policy tain provision for the “Sunset Days of Life.” 
contract. : © Bh eae 


ry vw 7 


9. It introduced a Refund Life Annuity under which 
the total return to the Investor may be considerably 
more, but can never be less than the original amount 


3. It took the lead in stamping out the practice of 
contesting policies on merely technical grounds. It 
later made the policy contract incontestable after 


: invested. 
being in force for one year during the insured’s life- en ae, 
time. 10. It inaugurated an annual Free Health Examina- 
Pies tion Service for its Policyholders. 
4. It originated the practice of paying Death Claims creer 
immediately on presentation of due proof of death. £2: TS Minbties eases dhe te. 


Over 98% of its Death Claims are paid within one 


: suring public it formulated 
day after receipt of due proof. 


plans for the Education 
tae ee and Training of agents, 
thereby elevating life un- 


5. For the exigencies attending the “living death” dinGlina te’ guceedenal 


which a man experiences when totally and perma- 


nently disabled it adopted a plan for maintaining PO ess 

the insurance in full force and effect, at the same 12. It furnishes a superb 
time paying him a monthly income during continu- investment service for Pol- 
ance of disability. Ores icyholders and Beneficiaries 


for the purpose of safe- 
6. It introduced a Home Purchase Plan under which guarding the proceeds of 
a mortgage loan may be paid off on a monthly repay- policies at maturity. Present Home Office 
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THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 SEVENTH AVE., NEW YORK, N. Y. 
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LOSSES FROM LAPSE 

As a general rule losses from lapse of 
life insurance policies fall on the policy- 
holder, and not on the company or on 
both. In the case of small policies lapsed 
before payment of more than one year’s 
premium, the company may, and prob- 
ably does suffer an actual financial loss, 
but where premiums have been paid for 
more than one year, or where the policy 
is of the average or above the average 
amount, the company may not suffer 
any financial loss, or only a very small 
one. There is a somewhat prevalent 
misconception, and one which was not 
so long ago the basis of an opinion of 
a former superintendent of insurance, 
that the companies lose money on poli- 
cies terminated in a shorter period than 
above five or six years. This is not the 
case. The idea is probably due to the 
fact that a continuing policy may not 
become self-supporting for about that 
length of time, but that is a very differ- 
ent thing from the situation which arises 
when a policy terminates and when con- 
sequently the reserve is released. 

When a policy is issued the initial 
expenses absorb a large part of the first 
premium—perhaps as much as 70 or 
75%. A further portion is required 
to pay for first year death claims and 
the remainder is invariably, or nearly 
always so, insufficient to provide the 
first year reserve, to say nothing of a 
first year’s dividend. If there is any 
balance after paying initial expenses and 
first year death claims, it is evident 
that upon lapse at the end of the first 
year this balance will remain as a net 
profit on the transaction unless the 
company allows a first year dividend 
whether the policy remains in force or 
not. 

In a great many cases there is no bal- 
ance and a lapse at the end of the first 
year represents a loss to the company, 
but this is not always so. Where pre- 
miums have been paid for more than 
one year a lapse probably will show, 
on a debit and credit accounting, an ac- 
tual profit to the company unless of 
course, some non-forfeiture value is al- 
lowed. Such non-forfeiture values at 
the end of the second year are now 
quite usual and their existence demon- 
strates the truth of what has just been 
stated. 

Those companies, however, which al- 
low cash surrender values of the full 
level premium reserve in the early years 
might have some difficulty in demon- 
strating that such values were justified 


by the amounts of funds on hand and 
available to pay such surrender values. 
In fact, even with a somewhat substan- 
tial scale of surrender charges it may 
well happen that the surrender of a 
policy of small amount in the third or 
even in the fourth year, represents an 
actual financial loss to the company, 
while a lapse of the same policy at the 
end of the second year would have re- 
sulted in a financial gain. 


The matter is full of difficulties be- 
cause it is impracticable to have one 
scale of surrender values for policies of, 
say, $1,000 and another and higher scale 
(per thousand) for policies of $10,000. 
The fact that the expense rate is lower 
on the latter group would nevertheless 
justify the higher scale. Probably in 
most companies a cash value could be 
paid at the end of the second year on all 
policies, although on Ordinary life and 
some other plans it would necessarily be 
a very small one, while on the other 
hand it is very likely that the values 
now allowed by some companies at the 
end of three or four years are too high. 





George F. Baker, dean of New York’s 
financiers and philanthropist, has been 
on the board of the Mutual Life of New 
York for fifty years. At the monthly 
board meeting recently he was hon- 
ored by his associates, who adopted res- 
olutions praising his service and un- 
veiled a_ life-sized portrait of him by 
Frank O. Salisbury, the English por- 
trait painter. The painting will hang 
in the room used by the finance com- 
mittee, of which Mr. Baker has long 
been a member. 

Mr. Baker, who is eighty-nine years 
old, is chairman of the First National 
Bank of New York. Despite his age, 
he frequently attends the board meet- 
ings of the Mutual Life. He has been 
on the board twenty-one years longer 
than anyone else. 

The resolutions, which were prepared 
by William H. Truesdale, vice-president, 
and Charles A. Peabody, former presi- 
dent, and Henry W. Taft, trustees, were 
read by William F. Dix, secretary of 
the company. David F. Houston, presi- 
dent of the company, presided. 

* * * 


E. C. H. Durham, fire manager of the 
London Assurance, and Mrs. Durham. 
who have been visiting the United 
States and Canada, have returned to 
England on the “Berengaria.” 

ce le 


Louis A. Warren, director of the Lin- 
coln Historical Research Foundation of 
the Lincoln National Life, received the 
degree of Doctor of Letters at the re- 
cent commencement services of the Lin- 
coln Memorial University at Horrogate, 
Tenn. 


COL. GEORGE UPSHUR POPE 


= 





T. LEIGH THOMPSON 








Colonel George Upshur Pope, surety 
city agent in New York City, who has 
had some twenty-five years’ experience 
in the business, was nominated for the 
office of mayor in Summit, New Jersey, 
his home town, on the Democratic ticket 
in the primary elections on Tuesday. 
Colonel Pope has a host of friends in 
the metropolitan district who will wish 
him success in his campaign for office. 
Aside from his activity as a producer of 
fidelity and surety lines, he has gained 
considerable prominence in the military 
world, being a lieutenant-colonel in the 
army reserves. During the war he com- 
manded a colored battalion in France. 


* * * 


R. J. Molony, newly elected vice- 
president of the Southern Surety and 
its fire running mate in charge of Pacific 
Coast activities, has been one of the 
outstanding producers in the Far West 
for many years. For the past nineteen 
years he has been in charge of the 
western branch of the Aetna Life & Af- 
filiated Companies in San Francisco, de- 
veloping its business until the premium 
volume climbed to $3,850,000 annually. 
His resignation a short time ago was ac- 
cepted regretfully by the Aetna organi- 
zation. Mr. Molony has been prominent 
in insurance organization affairs, having 
served on the executive or governing 
committees of all casualty and automo- 
bile associations and also on committees 
of the Board of Fire Underwriters of 
the Pacific. He was one of the founders 
of the California Insurance Federation 
in 1916 and served for two terms as 
its first president. 


* * * 


T. M. Marson, retired secretary of the 
United States Fire Companies Confer- 
ence, accompanied by Mrs. Marson, left 
New York last Saturday for Hollywood, 
Calif., to visit friends. They will make 
their home permanently in California. 

ik Sh ee 


Frank J. Agnew has been elected an 
assistant secretary of the Fireman’s 
Fund from the position of superintendent 
of agencies. He joined the company 
seven years ago aS a special agent and 
has done splendid work ever since. 

* * + 


Harrison R. Hathaway, of the Sun 
Life of Canada in Washington, D. C., 
has gone abroad to join his family. They 
will spend the summer months touring 
France, Belgium and England by auto- 
mobile. 


‘surance trust activities. 


T. Leigh, Thompson, third vice-presi- 
dent, National Life & Accident of Ten- 
nessee, who is the newly elected presi- 
dent of the Health & Accident Under- 
writers Conference, not only served 
three terms in his state legislature be- 
fore coming into the insurance field but 
followed up this activity by six years as 
deputy insurance commissioner of Ten- 
nessee. He has been connected with the 
National Life & Accident for nineteen 
years and is general manager of its 
casualty business. 

eS 


A. K. Taylor, who recently went with 
the Straus National Bank & Trust, of 
New York, as trust officer to organize 
its trust department, has had an unusu- 
ally varied and interesting career. From 
the advertising field he joined the Am- 
erica Fore Fire Insurance group as ad- 
vertising manager in 1921. He then be- 
came the public relations head of the 
National Board of Fire Underwriters. 

His first life insurance experience took 
him to the Orient. He became secre- 
tary of the Asia Life of Shanghai and 
spent nearly four years in China in this 
capacity. He also edited a Chinese in- 
surance magazine. 

Back in this country, he sold life in- 
surance for a time and then joined the 
trust department of the National City 
Bank in New York as head of its in- 
In March of 
this year he resigned to join the new 
Straus Bank. 

re ee 


Wilbur Crane, Eugene A. Dunn and 
Joseph E. Snell, assistant secretaries in 
charge of departments of the Crum & 
Forster organization, were given a testi- 
monial dinner recently in the Yacht 
Room of the Hotel Astor, with about 
thirty-five officers and department heads 
present. It was the twenty-fifth anni- 
versary of the three guests’ connection 
with Crum & Forster. Mr. Crane is in 
charge of the local department, Mr. Dunn 
is head of the brokerage department and 
Mr. Snell is head of the Middle Depart- 
ment. G. Burgess Fisher, of Hartford, 
special agent of the C. & F. companies, 
acted as toastmaster. Mr. Crane and 
Mr. Snell received a gold watch and 
chain each and Mr. Dunn a hall clock as 
mementos of the occasion. 

A a 


H. G. Scott, senior vice-president and 
secretary of the Reliance Life of Pitts- 
burgh, has been elected a director of 
the Insurance Federation of Pennsyl- 
vania, 
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Old Firms Keeping Up With 
Aviation 


It is surprising to notice that many 
of the insurance firms specializing in 
aviation covers of various sorts are not 
new organizations, but old established 
concerns that have been keeping up with 
the changing times and new demands 
for insurance protection. The United 
States Life, which has been one of the 
most liberal in handling life insurance 
where flying is involved, is seventy- 
nine years old, having been established 
before the Travelers, the Union Central 
and several others that have a long his- 
tory, and only five years after the New 
York Life started writing business as 
the Nautilus. A few weeks ago The 
Eastern Underwriter printed a story of 
the Auer Agency, the western firm, 
founded seventy years ago, which has its 
own airplane and specializes in aviation 
underwriting. 

Another one of this group is Aviation 
Protection, Inc., a brokerage house of 
110 William street, New York City, 
which was founded in 1860 as the Brinck- 
erhoff Agency. At that time, of course, 
it was a general brokerage house and 
continues today as William Brinckerhoff, 
Inc., owning and controlling Aviation 
Protection, Inc. 

The chairman of the boards of these 
organizations is an amateur pilot, 
George Pynchon of Pynchon & Co., the 
Wall street house. William Brincker- 
hoff, Jr., is president. Mr. Brincker- 
hoff, who was graduated from Princeton 
in 1926, was a clerk with Crum & 
Forster before going with the brokerage 
house founded by his grandfather and 
continued by his father. He became in- 
terested in aviation and formed Aviation 
Protection, Inc. 

eee 


Big Jump In Air Transport Business 


Based upon incomplete returns from 
between 18 and 29 of the 37 air trans- 
port operators of the United States for 
the second half of the 1928 calendar 
year, the latter period shows a rather 
startling advance over the first half, ac- 
cording to “Domestic Air News,” pub- 
lished by the Aeronautics Branch of the 
Department of Commerce. Miles flown 
were 5,657,661, as against 3,703,236, while 
the passengers carried were 18,971, as 
against 10,996. The express carried, 
however, was 802,785 pounds, as against 
1,045,051, while the mail increased from 
1,280,698 pounds to 2,780,512 pounds. The 
revenue from mail more than doubled 
the second half of the year, amounting 
to $4,489,812, as against $2,329,341. 


* * * 


A Short Lived Fire 


A fire in an insurance company home 
office cannot last very long, it was 
shown last week when a fire had the 
audacity to start in the Corroon & Rey- 
nolds Annex Building at 90 William 
street. There was a great deal of smoke 
and excitement, especially among the 
William street clerks who deal with fires 

















but seldom see them, but the fire was 
out before the last of the department 


arrived. 
* * x 


The Job Of Entering A State 

I was interested to note the other day 
that the Standard Surety & Casualty, 
one of the newer casualty companies, 
has been admitted to twenty-five states 
in six months’ time and that with the 
exception of three states, formal appli- 
cations for licenses were not filed until 
after December 31, 1928, and, of course, 
subsequent to the date of the prepara- 
tion and completion of the company’s 
year-end financial statement. This is 
quite an accomplishment for a new com- 
pany, indicating as it does that the great 
bulk of the work was done in approxi- 
mately four and one-half months’ time, 
and during the period when insurance 
departments were more than _ busy 
handling the correspondence carried on 
in connection with the filing and audit- 
ing of the various companies’ financial 
statements and attending to legislative 
matters and administrative details. 

I don’t believe there are many people 
outside of company circles who have a 
clear picture of the magnitude of the 
work involved in getting a license. It 
is not by any means simply a matter of 
filing an application as some may er- 
roneously believe—much preliminary 
work has to be done and carefully, too. 
The more familiar the company is with 
the various state requirements, the 
quicker the license is procured and in 
this instance the Standard Surety & 
Casualty has been fortunate in having as 
its vice-president in charge of this mat- 
ter, Charles E. Heath, who for many 
years was connected with the New York 
Insurance department. 

Since the laws of so many states differ 
in many particulars, they all must be 
obtained, read and considered, in order 
that all conditions may be promptly met 
when a decision is made to apply to a 
particular state for authority to trans- 
act business therein. A company must 
consider the question of admission fees, 
deposits, as to whether they are special 
or general, i. e., whether for the benefit 
of the policyholders of a particular state 
or for the benefit of the policyholders of 
the company wherever they may be lo- 
cated; the preparation and filing of 
policy forms to meet the requirements 
of the various states, the filing of rates 
and manuals, the filing of surety bonds 
where the laws of a particular state 
permit the acceptance of a bond in lieu 
of a special deposit, the filing of various 
powers of attorney required in some in- 
stances for the filing of rates, and in 
others, for the appointing of attorneys 
for the service of legal process. 

It is also necessary to have special 
resolutions passed by the board of di- 
rectors in the specific form required by 
various states authorizing the execution 
of power of attorney, affiliating with the 
various workmen’s compensation bu- 
reaus, etc. There are so many differ- 
ences, more in form, of course, than in 


substance, in the various documents or 
instruments required to be executed by 
a company in connection with the for- 
malities on admission, that each state 
becomes a separate and distinct problem. 

In addition to the foregoing, a com- 
pany applying for admission to a state 
must prepare and file a detailed financial 
statement on the regular blank adopted 
by the National Convention of Insur- 
ance Commissioners. Some states re- 
quire a company’s home state depart- 
ment to certify as to the correctness of 
the filed statement, and this, of course, 
necessitates the submission of the com- 
pany’s statement to its home state de- 
partment for comparison with the origi- 
nal on file therewith. Then, too, certi- 
fied copies of charters must be filed; 
also certified copies of by-laws, certifi- 
cates of compliance, certified copies of 
last report on examination made by a 
company’s home state department, and 
certificates of reciprocity when required 
by law. The correspondence involved, 
not only with a company’s home state 
department but with the authorities of 
each of the various states to which ap- 
plication is made, is most time consum- 
ing, and this is only incidental to the 
work as a whole. 


The states in which the Standard 
Surety & Casualty is entered are as fol- 
lows, the most recent one being Colo- 
rado, New York (authority to write 
bonds running to the federal govern- 
ment), Maryland, New Jersey, Maine, 
Connecticut, Rhode Island, Missouri, 
West Virginia, Kentucky, Massachusetts, 
Illinois, Indiana, Vermont, Tennessee, 
New Hampshire, Minnesota, Ohio, Dis- 
trict of Columbia, Delaware, Texas, 
Pennsylvania, North Carolina, Virginia, 
Michigan. 
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Turn To Insurance Groups For 
Information 


I notice a growing tendency on the 
part of groups and organizations outside 
of the insurance business to turn to in- 
surance companies for information or 
co-operation in their activities. The in- 
surance companies and organizations 
have built up a fine reputation for the 
value and trustworthiness of their statis- 
tics and compilations of experience. In 
fact some of the most valuable statistical 
information is available only through in- 
surance companies. The executive com- 
mittee of the Association of Grand 
Jurors of New York County has called 
the attention of President Hoover’s Na- 
tional Commission on Law Enforcement, 
of which George W. Wickersham is 
chairman, to the National Bureau of 
Casualty and Surety Underwriters as a 
source of information on crimes against 
property. In a letter to Mr. Wicker- 
sham this committee says: 


“Your commission has emphasized the 
fundamental importance of nation-wide 
crime statistics, of which the most re- 
liable now obtainable undoubtedly are 
those collected for rate making purposes 
by those insurance companies which in- 
sure property owners against financial 
losses accruing from crime. These cor- 
porations represent private investment, 
by policy, and stockholders, of hundreds 
of millions of dollars as _ protection 
against pecuniary losses from theft, bur- 
glary, robbery, fraud, forgery, embezzle- 
ment and other crimes against property. 

“What the life insurance companies 
have done in the last twenty-five-years to 
promote public health and to combat pre- 
ventable disease the casualty and surety 
companies could do to suppress crime 
and to promote the true administration 
of justice. 

“It is through developing the con- 
structive opportunities of these powerful 
business organizations, whose interests 
extend throughout the nation, to co- 
overate with the public authorities in 
the prevention, detection, apprehension 
and prosecution of crime which offers 
the most readily available potential 
forces for bringing about a better ad- 
ministration of justice in the United 
States. 

which 


“Corporations insure against 


financial losses resulting from crime 
have a threefold obligation, namely, to 
their stockholders, their policyholders 
and the public. Their executives are 
directly responsible to their stockholders 
and policyholders, but their obligation 
to the public has been neglected. 

“Some of the subjects in which such 
underwriting companies could co-operate 
are:. Elimination of evils of bail bond 
underwriting, which contribute to crime 
in metropolitan districts; salvage of 
stolen insured property; methods of in- 
vestigating and eliminating poor moral 
hazards to prevent crime; better de- 
scription of insured property to aid the 
police in its recovery if stolen; more 
vigorous prosecution of fraud connected 
with such insurance; the control of lax 
competitive methods, especially by those 
companies which do not conform to the 
standards of the majority of companies 
underwriting against crime losses. 

“We are convinced that if your com- 
mission were to communicate with the 
National Bureau of Casualty & Surety 
Underwriters, and other official or pri- 
vate agencies which have to do with 
crimes against property, your interest 
will be aroused in this essentially prac- 
tical approach to the subject.” 

* * x 


Insurance Concerns Go To The New 
Buildings 

_ Whenever a new sky-scraper goes up 
in the New York insurance district a 
number of insurance offices relocate 
themselves. The New Amsterdam 
Casualty Building at 60 John street is 
the latest to open. Among its tenants, 
other than the owner company, are the 
American Phoenix Corporation, the Cun- 
ningham Agency of the Mutual Life, 
the Harmelin Agency of the Columbia 
National Life, the eastern department of 
the Federal Surety, the New York of- 
fice of the Concord Casualty & Surety 
and the New York branch office of the 
Northwestern National (Fire). The 
L. A. Cerf agency of the Fidelity Mutual 
is to move in next week. 

Down the street at 111 John street 
the organizations now settled include the 
New York State Insurance Department, 
the Eastern Underwriters’ Inspection 
Bureau, the Insurance Co. of North 
America office of which Charles F. 
Enderly is manager, the home office of 
the Hanover Fire, the New York office 
of the Indemnity Insurance Co. of North 
America, H. N. Kelsey, Lewis & Gendar, 
the Premium Adjusting Corporation, the 
Southern Surety and Southern Fire, and 
the Standard Accident. 

In the Chanin Building, uptown, there 
are Barber & Baldwin, with the Aero 
Insurance Companies; The Aviation 
Companies which plan to estabiish the 
Aviation Insurance and Indemnity Com- 
panies, the Germanic Fire home office, 
and agencies of the Continental Cas- 
ualty, the New York Life and the Penn 
Mutual. As yet no insurance concerns 
have taken space in the Chrysler Build- 
ing, which will be the world’s tallest, or 
the Lincoln Building, which will be one 
of the world’s largest. 

* * * 


Life Insurance Baseball 


For several years up in Hartford the 
insurance companies have had rival base- 
ball teams. Now the teams are branch- 
ing out to insurance companies outside 
the city. Recently the Connecticut Mu- 
tual team played and was beaten, 7—6, 
by the team of the Massachusetts Mu- 
tual Life from Springfield, Mass., a 
number of miles away. During the lat- 
ter part of July, the Connecticut Mutual 
team will go to Worcester, Mass., to 
play the State Mutual Life. Following 
the game at Hartford, the visitors were 
the guests of the home team at a din- 
ner. 





POLISH POSTAL LIFE 

Postal savings life insurance in Poland 
has been introduced by the Polish de- 
partment of finance, extending the ac- 
tivities of the postal savings department. 
As a maximum amount under the scheme 
5,000 gold zloty or about $1,000 has been 
fixed. 
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Culver To Become V. P. 
Of America Fore Group 


O. E. LANE TO LEAVE NIAGARA 


President Will Be Succeeded Later by 
Paul L. Haid, it Is Expected; 
Lane’s Plans Not Formed 


Otho E. Lane, one of the outstanding 
fire insurance figures of New York and 
president of the Niagara, control of 
which will soon pass to the America 
Fore Group of companies, is to retire 
as head of the company. What his 
future plans are have not been an- 
nounced. It is assumed that President 
Paul L. Haid of the America Fore Com- 





OTHO E. LANE 


panies will also be elected president of 
the Niagara and the Maryland and that 
Chairman Ernest Sturm will become 
chairman of the boards of the these two 
companies. 

Bernard M. Culver, vice-president of 
the Niagara and of the Maryland, is to 














B. M. CULVER 


become vice-president of all the com- 
panies in the America Fore Group. For 
nearly all of the remainder of this year 
Mr. Culver’s duties will be chiefly in 
connection with the Niagara, although 





he will assist President Haid in handling 
the business of the entire group. 
President Lane of the Niagara has 
been chief executive officer of the com- 
pany for more than a decade. He is a 
fine leader, capable and popular among 
fire company executives everywhere. In 
the last decade the capital of the com- 
pany has increased from $1,000,000 to 
$5,000,000; the assets have gone up from 
just under $12,000,000 to nearly $28,400,- 
000 and the premium reserve has grown 
from $5,956,409 to $10,870,339. The net 
surplus last year was $10,004,983, while 
ten years ago it was only $3,385,908. 
Career of O. E. Lane 


Mr. Lane was born in Franklin, Ohio, 
and was graduated from Miami Uni- 
versity at Oxford, Ohio. For a short 
time he was connected with the West- 
ern Electric Company at Chicago and 
later with the Insurance Survey Bureau 
as a field inspector. His first company 
connection was with the Traders of Chi- 
cago as special agent in Wisconsin. In 
1905 he went with the Providence- 
Washington covering Wisconsin and 
part of Minnesota. 

In 1907 Mr. Lane was appointed state 
agent for the Scottish Union & National 
in charge of the mountain field with 
headquarters at Denver. He held this 
position until June, 1912, when he was 
made assistant United States manager 
of the Yorkshire at the New York office. 
He was elected vice-president of the 
Niagara in February, 1916, and later 
president. 

Mr. Culver is a native of Illinois and 
was educated at Grinnell College, Iowa. 
He’ had many years’ experience as a 
Western field man before he came East 
to be assistant secretary of the Scottish 
Union & National at Hartford. In 1916 
he was elected vice-president of the 
Niagara and has been associated with 
Mr. Lane ever since. He has been a 
strong organization man and has been 
a member of many committees of the 
National Board of Fire Underwriters. 
In Mr. Culver the America Fore Group 
will acquire an executive and uwunder- 
writer of the highest calibre who like- 
wise enjoys wide popularity. 





VICE-PRES. OF FIRE ASS’N 

William E. Evans has been elected a 
vice-president of the Fire Association of 
Philadelphia and its affiliated companies. 
He will handle the financial investments 
of these companies. Mr. Evans has been 
in the investment business for the last 
thirty years. From 1917 to 1928 he was 
a partner in the firm of West & Co.,, 
members of the New York and Phila- 
delphia stock exchanges. He is also a 
director of the Colonial Trust Co. of 
Philadelphia. 





KREMER IS GOING ABROAD 

Vice-President John Kremer of the 
Insurance Co. of North America will sail 
for Europe early in August. 





Great American 
Insurance Company * 


c NewPork 


$15,000.000.00 
24,4 65,53 4.40 


27.7 29,318.71 
67.194,853.1 1: 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 

WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, III. 
G. R. STREET, Vice-President 
PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 

MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wwm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 














PAUL L. HAID HONORED 





Elected Chairman of Executive Com- 
mittee of National Board; Leader 
In Many Movements 
Paul L. Haid, president of the Amer- 
ica Fore Companies, was on Wednesday 
elected chairman of the executive com- 
mittee of the National Board of Fire Un- 
derwriters. This choice is particularly 
pleasing for the reason that Mr. Haid 
is one of the hardest workers and at 
the same time one of the most popular 
officials of the National Board compa- 
nies. Mr. Haid has been and is chair- 
man of the important committee on ad- 
justments and he has been the leader in 
the movement to secure centralized con- 
trol of loss adjustments. He also is 
chairman of the New Jersey committee 
of the Eastern Underwriters’ Associa- 
tion, which is trying to solve the prob- 
lem of proper commissions in the New 
Jersey field. Thoroughly sincere, force- 
ful, capable, tactful and diplomatic and 
one interested in purging insurance of 
all that is not to its credit, Mr. Haid 
will make an excellent executive com- 

mittee chairman. 


Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 80 John Street, New York 


J. A. KELSEY, General Agent 


t Dec 


GEORGE Z. DAY, Ass’t General Agent 





ber 31, 1928 
$10,841,544 
2,396,058 
910,250 
7,535,236 











Glens Falls Votes 
15% Stock Dividend 


L. F. LIGHTON MADE DIRECTOR 





After Another Increase of 10% of Stock 
Is Sold to Agents Capital Will 
Be $5,000,000 





The board of directors of the Glens 
Falls last Friday voted to declare a stock 
dividend of 15% on the capital stock of 
the company to stockholders of record 
at the close of business on June 14, pay- 
able October 2. 

This means an increase in the capital 
from $4,000,000 to $5,000,000 for an ad- 
ditional 10% of new stock will be sold 
to agents and employes of the company 
at $50 a share. As the par value of the 
stock is $10 the sale of the 40,000 shares 
of new stock will bring in $2,000,000, and 
after deducting $600,000 for the stock 
dividend and $400,000 for the additional 
new capital the net increase in the net 
surplus will be $1,000,000. At the close 
of 1928 the Glens Falls had a net sur- 
plus of $5,596,512 and also a reserve for 
contingencies of $1,500,000. 

At the same meeting of the directors 
Lewis F. Lighton of Syracuse was 
elected a director in the place of the 
late Byron Lapham. Mr. Lighton is one 
of the foremost local agents in Syracuse 
and has represented the Glens Falls for 
over twenty years. 





COSMOPOLITAN DIRECTOR 

H. M. Hansen of the Chicago local 
agency of H. M. Hansen & Co. was this 
week elected a director of the Cosmo- 
politan Fire of New York. 





CHARTER NEW FIRE CO. 


The charter of the American Sentinel 
Fire Insurance Corp. of Effingham, III, 
has been approved by the Illinois Insur- 
ance Department. 
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Wyper Talks to Agents 
On Value of Service 


SAYS IT MUST BE UPPERMOST 





Newly Elected National Board President 
Appears Before Meeting of Connec- 
ticut Association 





James Wyper, vice-president of the 
Hartford Fire, made his first appearance 
before an agents’ association as presi- 
dent of the National Board of Fire Un- 
derwriters when he spoke last week be- 
fore the mid-summer meeting at Water- 
bury, Conn., of the Connecticut Associ- 
ation of Insurance Agents. He remin- 
isced on the changed attitude of busi- 
ness corporations toward the purchasing 
public which has developed over a pe- 
riod of years, stating that now business 
has a responsibility of broad service to 
the public extending far beyond the 
mere supplying of what is called for in 
an agreement of sale. 

The National Board and the associa- 
tions of local agents are great avenues 
of service to the public, Mr. Wyper said. 
These groups of men, interested in the 
fire insurance business, he believes, have 
almost unlimited potentialities for good. 
They serve both the public and the com- 
panies and are servants of both. It 
would be a great thing, Mr. Wyper said 
at the conclusion of his talk, if all en- 
gaged in insurance could be brought to 
a realization that loyal, efficient service 
to all interests affected by it is an ob- 
jective well worth striving for. 

Vital Changes in Business 

“We are all interested in the busi- 
ness of fire insurance,” said Mr. Wyper, 
“and most of us have been engaged in 
it long enough to recognize that in some 
important respects it has changed since 
we first knew it. 
and I were young together, the general 
attitude of fire insurance executives to- 
ward the public was that the latter made 
the conditions and the former made the 
rates to suit. That was a simple philoso- 
phy and the methods of making rates 
matched the philosophy. There was lit- 
tle if any thought that the fire insur- 
ance companies had any responsibility 
beyond the collection of premiums, the 
payment of losses and the maintenance 
of solvency. 

“Lest you should think the compa- 
nies were subject to criticism for this, 
I call your attention to the fact that it 
was the common attitude of public ser- 
vice corporations and of business men 
generally. 

“Let your mind run over the devel- 
opment of the telephone and especially 
recall the ease and comfort that charac- 
terize your use of that device today 
compared with the troubles you experi- 
enced with it a generation ago. 

“We have all known the automobile 
practically from its inception. Not so 
long ago a trip of one hundred miles in 
a car was an adventure—now it is an in- 
cident in a Saturday afternoon’s recrea- 
tion, and we find on every hand facili- 
ties that add to both the comfort and 
safety of our trips, the most important 
of these being due in large measure to 
the initiative of the manufacturers of 
automobiles who know their responsibil- 
ity does not end when they have fur- 
nished their customers with something 
that will run—perhaps—on four rubber- 
shod wheels. 


Growth of Service Idea 


“All of these things spell service, and 
the developments in public utilities and 
manufacturing have their counterpart in 
the growth of the service idea in the 
minds of those engaged in the fire in- 
surance business. Those who grew up 
in the business when it was thought that 
the collection of premiums and the pay- 
ment of losses were its sole functions 
are growing old and will soon pass 
away, to be followed by a generation 
that has known only the new dispensa- 
tion. We all know now that imvortant 
as those functions were and still are, 
there are others equally important 


When your president . 


which are closely woven into the fabric 
of the business. These later ideas are 
related to service. Every agent is more 
or less familiar with the visible aspect 
of some of them, but there are others, 
and these are in many respects the most 
important and the most costly, that are 
not so obvious. 

“When the light began to dawn, the 
facilities for service were few, and the 
leading spirits in the business set to 
work to create new and greater instru- 
mentalities. Many of the activities have 
been centered in the National Board of 
‘Fire Underwriters, which for years has 
furnished a forum where all kinds of 
‘progressive ideas have been worked out 
and tested. 

National Board a Service Body 

“The National Board is primarily a 
service organization. It serves both 
parties to the fire insurance contract. 
For the companies it collates and dis- 
tributes information on a great variety 
of subjects, while to the property owner 
and the municipality it furnishes an 
equal variety of services. 

“Underwriters’ . Laboratories, estab- 
lished and maintained by the National 
Board, is a recognized and efficient arm 
of almost every kind of manufacturing 
industry; it makes the most exhaustive 
tests of every factor in building con- 
struction and of everything that enters 
into the heating and lighting of our 
homes, our factories and our stores. A 
complete recital of the activities of this 
one branch of the National Board would 
fill several volumes. 

“The cost of insurance is a factor in 
the overhead expense of every business, 
and the fire insurance companies are al- 
ways alert to reduce the burning ratio, 
which is. the prime factor in that cost. 


Several committees of the National 
Board devote their time to that en- 
deavor.” 





AUTO CONFERENCE MEETING 





Eastern Organization Expected Today 
to Consider Adoption of Added 
Coverage Endorsement 
The Eastern Automobile Underwrit- 
ers’ Conference will hold a_ general 
meeting today. It has under considera- 
tion and may act upon a broader forin 
which will add special coverages to the 
fire and theft policies now in use. It is 
proposed and is favored by several auto- 
mobile underwriters that for a small ad- 
ditional premium a blanket endorsement 
be added to the auto fire and theft 
policy whereby the assured will be pro- 
tected against such risks as tornado and 
windstorm, riot and civil commotion, re- 
imbursement for towing charges, flood 

and rising waters and other hazards. 

Behind the proposal lies the idea of 
extending as nearly as possihle all risk 
protection to an automobile owner. 
Many times an assured with only the 
ordinary fire and theft policy suffers a 
loss from some special hazard against 
which he is not insured and then there 
is a comeback upon the local agent in 
addition to the loss the assured has to 
bear. It is difficult for agents to sell 
these additional coverages singly, but if 
they are all grouped under a single en- 
dorsement, it is believed that it would 
be worthwhile for agents to stress full 
protection. 





S. J. MACMINN WITH G. & R. 


Samuel J. MacMinn, who has_ been 
special agent for the St. Paul Fire & 
Marine and the Mercury in the Middle 
Department territory for the last five 
years, is resigning July 1 to become 
manager of a Philadelphia office of the 
Globe & Rutgers, with territory cover- 
ing the suburban field. southern New 
Jersey, Delaware, the city of Baltimore 
and eastern Maryland. His headquarters 
will be at 204 Walnut street. Earlier in 
his career Mr. MacMinn was special 
agent in Pennsylvania for the Sun of 
London. He is a member of the Under- 
writers’ Association of the Middle De- 
partment. 





N. Y. Agents Name 
New Committees 

ONE TO BOOST MEMBERSHIP 

Other to Aid Public Relations; Premium 


Finance Service Showing Surplus 
on Business Done 








The executive committee of the New 
York State Association of Local Agents, 
Inc., met in Rochester last week and 
aside from mapping out the year’s pro- 
gram of work, appointed the regular 
standing committees and named two 
new ones in addition. President Albert 
Dodge presided at this meeting. 

The first of the two new committees 
is the membership and regional develop- 
ment committee, with Joseph H. Miller 
of Utica as chairman. The duties of 
this committee will be to establish new 
local boards or clubs under the so-called 
sponsor plan, whereby an already func- 
tioning board is assigned about fifty 
miles of territory around its home city 
with the responsibility of forming ad- 
ditional boards and seeing that they are 
maintained. 

Officers of the old boards are sup- 
posed to attend meetings of the new 
boards and have the heads of the latter 
attend their gatherings. Moreover, the 
older boards will aid in securing speak- 
ers for the periodical meetings of the 
newer organizations. These contracts 
will aid in developing closer relation- 
ships among the agents of the state it 
is believed. 

Follett L. Greeno, of Rochester, will 
head the second of the new committees, 
which will be that of publicity and pub- 
lic relations. This committee will pre- 
pare publicity material to be available 
for local agents to use in their adver- 
tising. The committee, likewise, will fur- 
nish speakers on insurance matters at 
other than insurance meetings. 

With regard to the progress of the 
agents’ finance organization, State As- 
sociation Service, Inc., it was reported 
that in three months $23,000 in premiums 
had been financed and it is expected 
that close to $100,000 will come in during 
the first year of operation. The ex- 
penses of running the financing service 
have been kept so low that a profit is 
shown already. 

In order to stimulate interest in and 
attendance at the annual convention in 
September at Detroit of the National 
Association of Insurance Agents, the 
New York Association’s executive com- 
mittee has named a booster committee. 
One of the proposed ideas is to have the 
convention delegates from New England, 
New York and New Jersey travel to 
Detroit by boat from Buffalo on the 
night of September 9. 





PITTSBURGH CLUB OUTING 

The second annual summer outing, din- 
ner and dance of the Insurance Club 
of Pittsburgh will be held at “The Pines,” 
Perryville Road, near Keown Station, on 
Monday, June 24. The program will 
consist of rambling (frolicking), and 
gamboling (not betting), about the beau- 
tiful foliage and trees surrounding the 
Sunken Gardens. The only charge will 
be for the chicken dinner and waffle 
dinner—a cost of $2 a person. 





EDGAR C. NEAL DEAD 

Death which followed quickly after a 
heart attack, claimed Edgar C. Neal, 
vice-president of the firm of Rich, Cor- 
mack & Co., general insurance brokers 
of Buffalo, N. Y., last Thursday. Mr. 
Neal was active in Y. M. C. A., Cham- 
ber of Commerce, Masonic and other 
work in Buffalo for many years. He 
was 72 years old at the time of his 
death. 





LUDLUM GOING TO EUROPE 


C. A. Ludlum, vice-president of the 
Home, is going to Europe on the 
“Majestic” on Julv 10. He will be over 
there for about a month. 


“OLD” ASS’N MEETING 





Fifty-Seventh Anniversary Convention 
To Be Held July 9 at Upper 
Saranac Lake 
The New York State Association of 
Supervising and Adjusting Fire Insur- 
ance Agents, the “Old” Association, will 
hold its fifty-seventh anniversary meet- 
ing on Tuesday, July 9, at the New 
Saranac Inn at Upper Saranac Lake, N. 
Y. There will be a golf tournament on 

July 8 and 9. 

_At the business meeting of the Asso- 
ciation there will be reports of officers 
and committees, including an address by 
President L. G. Leonard, and a talk by 
Ernest Palmer, manager and counsel of 
the Chicago Board of Underwriters. 





JERSEY SPECIALS OUTING 





Members and Guests Indulge in Day of 
Sports; Prize Winners in Athletic 
Events 

The annual outing of the New Jersey 
Special Agents’ Association was held 
last week at North Jersey Country Club, 
near Paterson, N. J. A large attendance 
of members and guests indulged in out- 
door sports, golf being the most popular. 
Dinner was served in the evening. 

The first golf prize of $10 in cash and 
a leather wallet was won by Charles 
Conklin of the Northerr of New York. 
The second, $10 in cash and wallet, was 
won by Al Graham of the Graham In- 
spection Bureau and the third, $5 and 
wallet, by Charles Woodcock of the 
Continental. 

In quoits the first prize was $10 in 
cash and a leather wallet, won by John 
F. Luehs of the Pacific Fire. The sec- 
ond prize was won by W. N. Siggins of 
the Continental. There were three door 
prizes, a silver cocktail shaker, $10 cash 
prize and a wallet, won by Fred L. Bross 
of the Home, Charles Vooris of the 
London & Provincial and George D. 
Ward, Newark Fire. 





UNDERWRITERS’ GOLF MEET 





Manager R. P. Barbour of Northern Has 
Best Net Score; A. C. Noble Best 
Gross; Other Winners 

The spring tournament of the Under- 
writers Golf Association was held at the 
Shackamaxon Country Club, Westfield, 
New Jersey, last week and the various 
contests were won as follows: 

Best net individual 36 holes, 
Barbour. 

Best gross individual 36 holes, A. C. 
Noble. 

Morning Competition—Best net indi- 
vidual, T. F. Handy; second net indi- 
vidual, A. C. Baillie; third net individual, 
E. S. Jarvis; fourth net individual, A. H. 
Hassinger, and highest net, C. W. 
Sparks. 

Eighteen hole best ball foursome, first 
prize, A. T. Tamblyn and C. M. Martin- 
dale; second prize, L. C. Dameron and 
W. Garretson. 

Kicker’s handicap, B. W. Blakey. 

Highest gross 36 holes, E. T. Perrin, 


| as 


Jr. 
Guest prize, E. N. O’Beirne, Atlanta, 
Ga. 
Special prize donated by Carl F. Stur- 
hahn for low net afternoon, A. T. 
Tamblyn. 


Thomas F. Handy won a leg on the 
championship cup. R. P. Barbour pre- 
sided at the dinner following the tourna- 
ment and awarded the prizes. 





JESSUP JOINS AGRICULTURAL 
Edward C. Jessup has been appointed 


snecial agent of the Agricultural of 
Watertown, with headquarters at 467 
Broadway, Albany, N. Y. He was 


formerly special agent of the American 
Eagle and nine years ago became a spe- 
cial for the Fireman’s Fund in the east- 
ern New York field. In 1924 he was 


called to the Boston office of the com- 
pany where he supervised the business 
of several states until he resigned to go 
with the Agricultural. 
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Jersey Society Plans 
Courses With University 


GIVES WIDER SCOPE IN FIELD 





Two-Year Curriculum Decided Upon by 
Newark Insurance Officials and 
Rutgers College 





Plans are now being made by the 
Rutgers University of New Brunswick 
to conduct a two-year course in fire and 
casualty insurance in co-operation with 
the New Jersey Society of Insurance. 
The society since its inception in Oc- 
tober, 1925, has done some commendable 
work and has made a contribution to 
the purpose for which its was organized, 
but with the co-operation of the uni- 
versity it will give the society a wider 
scope in its endeavors to instruct the 
younger element in fire and casualty 
matters. . 

In the casualty course such subjects 
as public liability, workmen’s compensa- 
tion, automobile insurance, accident and 
health, plate glass, collision, property 
damage and many other points of in- 
terest will be covered. The fire course 
will include principles and history of 
fire insurance, contracts, building con- 
struction, rating, fire loss, settlements, 
woodworking industries, common _haz- 
ards and fire prevention and protection. 

The classes will start in October and 
will be held in the Globe Indemnity 
and American of Newark buildings and 
the lectures will be presented by insur- 
ance executives who are classed as au- 
thorities in their particular branches of 
the insurance field. The courses will be 
of great benefit to those who wish‘ to 
advance themselves in insurance and 
every encouragement will be given to 
those who undertake the courses. The 
cost of each course has been put at $15 
but the student will be partly reim- 
bursed if he or she satisfactorily com- 
pletes the year’s work. 

Officers of Organization 

At a recent meeting of the society the 
following officers were elected: Presi- 
dent, Stephen E. Parker, superintendent 
of the improved risk department, Amer- 
ican of Newark; Winant Van Winkle, 
vice-president and general manager, 
Commercial Casualty, first vice-presi- 
dent; Leon Watson, rating expert, sec- 
ond vice-president; J. E. T. McClellan, 
superintendent of the inspection and 
rating department of the Schedule 
Rating Office of New Jersey, secretary 
and treasurer. Re-elected for a three- 
year term to the board of governors, 
Thomas C. Moffatt, Stephen E. Parker 
and Leon Watson. It has also been an- 
nounced that Clarence E. Titsworth, 
vice-president, Newark Fire, and Wil- 
liam S. Naulty, vice-president, Joseph M. 
Byrne Co., has resigned from the board 
of governors but retained their connec- 
tion with the society. Winant Van 
Winkle and J. E. T. McClellan were 
elected to succeed them. 

President’s Career 

The new president, Stephen E. Parker, 
has been active in insurance affairs in 
Newark for a number of years. He was 
educated in the public schools at Provi- 
dence, N. J., and the high schools in 
Newark. His first position was with the 
Schedule Rating Office in New Jersey, 
where he eventually rose to the sprinkler 
department. 

When the United States entered the 
war, Mr. Parker enlisted in the Seventh 
Regiment, New York, and was later 
transferred to the quartermaster depart- 
ment at Washington where he received 
his commission. 

At the close of the war he entered 
the services of a New York brokerage 
house and was detailed to inspection 
service which position he held until the 
latter part of 1919 when he entered the 
services of the American of Newark. 
He was made an assistant examiner for 
New York state and a few months later 
was transferred to Ohio and made as- 
sistant manager of the improved risk 
department and today is in charge of 


that branch of service at the home office 
of the company in Newark. He has been 
a member of the Examining Underwrit- 
ers’ Association for six years and has 
been its president, vice-president and a 
member of the executive committee. He 
has also been instrumental in building 
up the organization which he now heads 
and his qualifications will enable him to 
give the society a wider scope in the 
field of insurance. 
Charter Members 


The organizations is backed by many 
of the prominent insurance executives of 
Newark who have taken an active part 
in the affairs of the society and through 
these executives many of the employes 
of the various insurance companies have 
taken advantage of the instruction of- 
fered by the society. Among some of 
the charter members of the society are 
C. Weston Bailey, president, American 
of Newark; Laurence E. Falls and Paul 
Bergen Sommers, vice-presidents, Amer- 
ican of Newark; Christian W. Feigen- 
span, president, Commercial Casualty; 
Frank Heller, former president Newark 
Board of Fire Underwriters; A. Duncan 
Reid, president, Globe Indemnity; 
Thomas L. Farquhar, president, Newark 
Fire; Archibald Kemp, secretary, Fire- 
men’s; Robert O’Gorman, O’Gorman & 
Young; George A. Bernard, secretary, 
Newark Fire; Ralph B. Parsons, T. C. 
Moffatt & Co.; Joseph M. Byrne, Jr., 
president, J. M. Byrne Co., and A. C. 
Cyphers, treasurer, American of Newark. 

The executive committee is composed 
of Laurence E. Falls, Stephen E. 
Parker, J. E. T. McClellan, Leon A. 
Watson and A. R. Lawrence. 





VOLLENTINE MADE MANAGER 
J. L. Vollentine has been appointed 
manager of the Railway Underwriters, 
the pool operated by five large fire com- 
panies, including the Hartford, Great 
American, Insurance Co. of North Am- 
erica, Aetna Fire and the Springfield. 
Mr. Vollentine has been connected with 
the bureau for fifteen years, having start- 
ed in 1914 as an adjuster. When Mana- 
ger G. M. Fisher died W. M. Cornell 
was made manager and Mr. Vollentine 
assistant manager. He has held this 
post for the last five years. He now 
succeeds Mr. Cornell, who died last Feb- 
ruary. 





BELCHER WITH AMERICA FORE 

Dermott Belcher, who for some time 
has been connected with the engineering 
department of R. A. Corroon & Co., in- 
surance brokers affiliated with Corroon 
& Reynolds, has joined the America 
Fore Companies as head of the general 
cover department. 





QUEBEC BROKERS ELECT 

The Insurance Brokers’ Association of 
the Province of Quebec at its annual 
meeting last week in Montreal elected 
the following officers: C. H. Hanson, 
president; D. A. Hanson, chairman of 
the executive committee; P. A. Boutin, 
H. Raymond, A. McBean, E. Courtois, 
vice-presidents; M. A. J. Gauthier, hon- 
orary treasurer, and J. C. d’Auteuil, sec- 
retary. The association will hold a ban- 
quet on October 15 in celebration of 
the fifteenth anniversary of its organi- 
zation. 





FRED. R. LONG DEAD 

Frederick R. Long, vice-president and 
director of Hagedorn & Co., died last 
week at this home in Flushing, L. I. He 
was with Hagedorn & Co. for more than 
3) years, was well versed in all branches 
of the business and had a host of 
friends. He was born in Victoria, B. C., 
in 1871. Funeral services were held last 
Saturday afternoon. 





BYRNE GETS NORTH AMERICA 
Jos. M. Byrne Co., of Newark, N. J., 
has been appointed agent of the In- 
surance Co. of North America for that 
district. 





The Swiss Re of Zurich has increased 
its capital from 30,000,000 Swiss francs 
to 50,000,000 francs, 40% paid up. 


Naming of Receiver 
Doesn’t Void Policy 

COURT OF APPEALS DECISION 

Also Held Delay of 12 Days in Giving 


Notice of Loss Is Not Unreasonable 
Length of Time 








The New York Court of Appeals, the 
highest court in the state, has recently 
held that the appointment of a receiver 
in bankruptcy before a fire does not 
void insurance in event of a loss; also 
that the failure of the receiver to give 
notice of loss until twelve days after 
the fire was not a violation of the pro- 
vision in the standard fire policy requir- 
ing “immediate notice.” The court held 
that although the appointment of a re- 
ceiver logically tended to increase the 
fire risk, previous court cases are numer- 
ous which hold that the appointment of 
a receiver is not such possession as is 
transferred within the meaning of the 
policy clause declaring the coverage void 
if there is a change of possession of the 
subject of insurance. 

With respect to the second point the 
Court of Appeals, in affirming the Ap- 
pellate Division, said that a delay of 
twelve days was not an unreasonable 
delay. 

The case was that of the Greenwich 
Bank against nine insurance companies, 
covering the property of the Alexandre 
Works, Inc., at Garden City, L. I. 

The property at the time of the fire 


was in the hands of a receiver in bank- . 


tuptcy; the policies of the nine com- 
panies interested in the loss had origi- 
nally been written in the name of the 
Alexandre Works, Inc., and had not 
been transferred to the name of the 
receiver. 

The broker was under the impression 
that because the policies had not been 
transferred to the name of the receiver, 
no claim could be made against the said 
insurance companies. The receiver not 
having had knowledge of these policies 
failed to give notice of loss to the in- 
surance companies until twelve days 
after the loss. 

Companies Win in Lower Court 

In the New York Supreme Court the 
trial judge decided in favor of the in- 
surance companies upon the ground that 
the provision of the standard form 
policies requiring immediate notice had 
been violated and accordingly dismissed 
the complaints of the nine actions, grant- 
ing judgment in favor of the insurance 
companies. 

On appeal, the Appellate Division, re- 
versed the trial court. The New York 
Court of Appeals has sustained the Ap- 
pellate Division. 

The plaintiff was represented by 
David Goldstein and Alex Davis of Gold- 
stein & Goldstein, attorneys, and the de- 
fendant insurance companies appeared 
by Frederick T. Case, their attorney. 

Justice Crane in the Court of Appeals 
in his opinion, which was concurred by 
the other justices, holds, in part: 

Admits Increase of Risk 


“That a receiver going into possession 
in bankruptcy proceedings may very 
materially increase the risk is not 
difficult to foresee. All work generally 
stops; the insured is apt to lose interest 
in his property and its upkeep; the 
vigilance which watches over a prosper- 
ous going concern is keener than that 
which is to preserve it merely for 
creditors. Many things may be sug- 
gested in favor of a ruling that the 
possession of a receiver is such a trans- 
fer of rights over property as to void a 
policy of insurance and in and of itself 
does increase the risk. If this were a 
new question presented for the first time 
we might be more patient in listening 
to this plea of the insurance companies. 
The rule, to the contrary, however, has 
been deeply written into the law, and 
the companies continue to use the same 
phrase in their policies with this inter- 
pretation which has been given to it by 
the courts. It is too late now to con- 


strue these words differently from the 
meaning given to them by the above 
authoritias. 

“The trial court held that notice of 
loss was not given in time. As all the 
facts were conceded, and there were no 
different inferences to be drawn from 
them, his ruling was clearly one of law, 
as his opinion indicates. The Appellate 
Division reversed and sent the case back 
for a new trial, holding that the twelve 
days which elapsed. between the fire and 
the notice of loss were not fatal as 
matter of law. The case comes here 
upon a stipulation for judgment absolute 
given by the insurance companies, so 
that if notice was given within rea- 
sonable time as matter of law, the ap- 
pellants must lose. 


Requirements After Loss 


“The fire causing the total loss oc- 
curred Februarv 17, 1922. Notice of loss 
was given on March Ist to the insur- 
ance companies which had issued these 
nine policies. But this is not the wholé 
story. The policies in standard form 
contained this clause. 

“Requirements in case of loss.——The 
insured shall give immediate notice in 
writing, to this company, of any loss or 
damage, protect the property from 
further damage, forthwith separate the 
damaged and undamaged personal prop- 
erty, put it in the best possible order, 
furnish a complete inventory,’ etc. 

“These requirements are not included 
within the provisions which are said to 
make the policy void unless complied 
with. We may assume that whatever 
penalty follows from failure to meet 
these requirements is applicable alike to 
each and every one of them. Unless im- 
mediate notice is given, it is said that 
the policy is void. Does this also fol- 
low if the property is not protected from 
further damage, or separated from the 
undamaged property, or not put in the 
best possible order? And if not, why 
not? The penalty which follows from 
the failure to comply with any of these 
requirements is stated at the end of the 
policy: 

“No suit or action on this policy, fur 
the recovery of any claim, shall be sus- 
tainable in any court of law or equity 
unless all the requirements of this policy 
shall have been complied with.’ Some 
courts have held, under policies different 
in form, that the requirements to give 
immediate notice does not void the 
policy, but delays action or payment 
until such notice is given. * * * 
(Citing cases.) In this state, however, 
we have held that notice of loss must 
be given within a reasonable time, and 
that if there be no question on the facts, 
reasonable time is a question of law for 
the court. 

“The fire occurred; there is no fraud; 
the loss has been sustained; the policies 
covered the loss, and this point relates 
to those things which must be done by 
the insured in connection with the 
remedy. He must give immediate notice 
of the loss, which we have held repeat- 
edly means notice within a reasonable 
time. Notice given as soon as the re- 
ceiver or his representative knew of the 
existence of the policies, which a clerk 
had concealed, and within twelve days 
after the fire, is given within a reason- 
able time.” 

The decision of the Court of Appeals 
finally terminated the actions which had 
been pending in the courts for upwards 
of six years, rendering judgment abso- 
lute against the insurance companies. 
The sum sued for in the actions was 
$50,000 to which interest of upward of 
$20,000 was added, making total judg- 
ments entered in the actions in excess 
of $70,000. 





MALLALIEU SAILS TONIGHT 


W. E. Mallalieu, general manager of 
the National Board of Fire Underwrit- 
ers, accompanied by Mrs. Mallalieu, is 
sailing tonight, Friday, for Genoa on the 
“Roma.” They will also visit Germany 
and Holland after leaving Italy, return- 
ing to New York early in August. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 


NEAL BASSETT, President JOHN KAY, Vice-President and ‘fre: 
. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 








ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 
SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$56,065,676.33 $19,562,549.89  $13,500,000.00 $23,003,126.44 $36,503,126.44 





OF PHILADELPHIA, PA. 


$ 6,036,606.06 $ 2,834,467.72  $ 1,000,000.00  $ 2,202,138.34  $ 3,202,138.34 


x HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 
S JOHN KAY, V.-Pres’t A. H. HASSINGER, Vere My ae f. ROGGE E, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
: THE GIRARD F. & M. INSURANCE CO. 





NEAL goat! Presiden JOHN KAY, Vice-Pres’t and reasurer 
. H. HASSINGER, ‘Vice- Pres’t WELLS % Ba yee AF vee Pres’ ARCHIBALD KEMP, 2d Vice-Pres’ 


MECHANICS" INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96  $ 2,110,943.96 





NEAL reg og! President JOHN KAY, Vic s’t and Treasurer 
. HASSI INGER, Vice-Pres’t WELLS % ee: bes -Pres’t ARCHIBALD KEMP, 2d Vice a ree "t 


NATIONAL-SEN FRAN KLIN FIRE INS. CO. 
n ITTSBURGH, PA. 


$ 5,021,040.53  $ 2,502,743.59 $ 1 000,000.00  $ 1,518,296.84 $ 2,518,296.84 





A. H. TRIMBLE, President NEAL BASSETT, Vice a "t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. —— . weet. peeenst, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pre 








SUPERIOR. FIRE 0 | INSURANCE CO. 

$ 4,837,239.59 $ 2,492,298.84 —$ 1,000,000.00 $ 1,345,010.75 —$ 2,345,010.75 
be e OHN KAY Ve Prev't AL H. HASSINGER, V. ae eens T Speer. V.-Pres’t ARCHIBALD KEMP. 24‘ VP Prev't ii 

' CONCORDIA F FIRE 1 E INSURANCE CO. 

$ 5,359,804.52  $ 2,486,092.08 — $ 1,000,000.00 $ 1,873,712.44 —_§ 2,873,712.44 
: oe CHARSEIN KAY. VeBiodt RMCHASSINGER, Ve-Pree’t WELLS T.BASSETT, V-Prev't ARCHIBALD KEMPS Id VoPrart 

y CAPITAL FIRE INSURANCE CO. 

i OF CONCORD, N. H. 


: $ 666,598.88 $ 196.08  $ 300,000.00 $ 366,402.80 $ 666,402.80 





k NEAL BASSETT, Chairman of Board 


'S ; - SO EEDON EGAN’ tee VoPeee? *t & Gen’ Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON. Vice Pree uae “2a 
= ORGANIZED 1874 
Is METROPOLITAN we aSUALTY INSURANCE CO. 
% $15,452,308.70 $10,173.698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610.27 
3s EASTERN DEPARTMENT 
of 10 Park Place 
- | Newark, New Jersey: 
WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
- Yan Illinois Toronto, Canada San Francisco, California 

of CLs ARK, Manager MASSIE & RENWICK, Limited, 
t- Ast Memgore M belated 7 ~~~ tcmpgaaemaatat 
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Soviet Russian Reinsurances 


Marine Lines Are Heavily Reinsured Outside of Russia With Stock 
Companies of Capitalist Countries; Gosstrach Adheres 
to International Regulations 


The Soviet insurance cariters have in- 
creased their net retentions by 50% on a 
number of lines, which will materially 
affect results of treaties placed with for- 
eign companies. N. Herziani, collaborator 
of the French contemporary, “La Reas- 
surance,” has made an intensive study of 
the situation and we are quoting from 
an article of his in the last number of 


this paper. 

The basis of the Soviet Russian re- 
insurances is the law of September 18, 
1925, which contains the “Rules 
reinsurance of the risks of the 
in foreign insurance carriers.” Ar- 
ticle 1 of the 
ance for 


for the 

‘Goss- 
trach’ 
rules authorizes reinsur- 
all lines except compulsory in- 
surance, but Article 4 introduces anoth- 
er much more important restriction for 
fire insurance: in this line, only the con- 
flagration risk may be reinsured. On 
the other hand, Article 5 gives the Goss- 
trach practically free hand for the re- 
insurance of transportation risks. The 
tendency of the rules is thus manifest: 
reinsurance may be taken only for risks 
where there is real danger. The rules 
specifically authorize treaty reinsurance 
and particularly by excess loss covers. 

Marine Insurance Expanding 

These legal restrictions practically con- 
fine the Soviet reinsurances to transpor- 
tation insurance; and this again is con- 
fined to marine insurance, including 
transportation from point of shipment 
and subsequent storage in some cases. 
The statistics of the Gosstrach, which 
we have to accept as they are, show 
a constant development of marine in- 
surance. The extension of commerce to 
a large number of countries for export 
as well as import has naturally contrib- 
uted to the progress of marine insurance 
and to the increase of premium income 
under the reinsurance treaties which are 
placed with foreign insurance companies. 
Articles in “Vestnik,” the bi-weekly So- 
viet insurance paper, reflect the opinion 
of the Gosstrach managers, confronted 
with this new situation, which has final- 
ly led to the considerable increase of 
the net retentions. 

One has. to bear in mind also—and 
this is of great importance for the doc- 
trinaire Soviet dogmatists—that the re- 
insurance operations of the Gosstrach 
bring the latter into direct and perma- 


nent contact with capitalist insurance 
organizations. This is not only itself 
against their principles, it also brings 


about the necessity of 
certain respects to the requirements of 
these capitalist enterprises, a hard ne- 
cessity if one bears in mind the dictatori- 
al powers the Gosstrach is enjoying in- 
side the Soviet Union. 

And often situations arise which could 
easily be solved inside the Union, which, 
however, under the reinsurance treaties 
have to be settled according to inter- 
national usage or local foreign law, as 
the treaties provide that the Gosstrach 
has to follow international marire in- 
surance practice and conditions, and may 


conforming in 


not take arbitrary action beyond the 
liberty usually granted to ceding com- 
panies in Marine reinsurance treaties. 


The marine and fire risks being writ- 
ten by three organizations: the Goss- 
rach, of Moscow; the Black Sea & Bal- 
tic General Insurance Co.. of London, 
and the Schwarzmeer und Ostee Trans- 
port V. A. G. (Black Sea & Baltic), of 
Hamburg. The latter two companies are 
Russian subsidiaries. The British com- 


pany is generally referred to as the 
“BB,” and the German carrier as the 
“SOVAG.” The Gosstrach. however, 


writes the large majority of the lines. 

These three organizations. which prac- 
tically monopolize all the marine insur- 
ance risks, reinsure a large proportion 
of their business under the reinsurance 


- 


treaties closed with foreign insurance 
companies. The treaties are being writ- 
ten for one year, cancellable with three 
months’ notice, in default of which they 
are automatically renewed for another 
year. 

Amounts of Coverage Reinsured 


Railroad transports are not being re- 
insured; only marine risks, which also 
include coastwise shipping. Up to 1929 
the net retention was a uniform figure, 
for each vessel $100,000 for transoceanic 
as well as coastwise trades. For grain 
shipments the net retention was $150,000. 
Shipments of merchandise of low value 
and on small steamers, as, for instance, 
lumber boats, are thus not reinsured. On 
the other hand, the higher the value of 
the merchandise the higher the propor- 
tion of reinsurance. On the average, 
over all, % of the amounts insured 
were reinsured. The three above men- 
tioned Soviet carriers participate in these 
nets as follows: 11/15ths for the Goss- 
trac; 2/15ths for the SOVAG, and 
2/15ths for the “BB.” 

Foreign reinsurers accept cessions at 
original conditions and premiums, as cus- 
tomary. For these treaties, however, 
there is an exception in respect of grain 
shipments, for in view of heavy losses 
paid, special conditions and the so-called 
Leeds tariff are the basis for shipments 
from the Black Sea and the Azow Sea. 

Another feature’ particular to this 
treaty is of importance: Soviet import- 
ers and exporters in certain cases need 
foreign credits for the completion of 
their transactions, and many creditors 
prefer not to accept a policy of the 
Gosstrach or its two subsidiaries, and 
demand policies of foreign companies. 
In such cases certain reinsurers are 
obliged to issue their own policies to 
the creditors. 


Warehouse Fire Risks 


The treaties also include besides the 
marine risks, fire insurance on merchan- 
dise stored in warehouses in foreign 
countries. On these the net retention 
of the Soviet carriers varies according 
to countries between $50,000 and $400,- 
000. 

The above figures and conditions ap- 
plied to the treaties in force up to Jan- 
uary 1 of this year. During the year 
1928, however, certain modifications were 
demanded from different parties. The 
assured of the Soviet carriers, or in oth- 
er words the Soviet export departments, 
asked for a reduction in rates, stating 
that the losses had been low; and, in- 
deed, for the last few years the trans- 
portation insurance accounts of the Goss- 
trach did show a considerable profit. 

The reinsurers on the other hand de- 
manded the introduction of franchises, 


PRACTICAL 


Great American 
Indemnity Company 


New Pork 


Fidelity and 
Surety Bonds 


Casualty 
1Gstietectetas 





as customary for marine insurance. This 
ayy is now under discussion in Eng- 
land and in France this principle has 
always been upheld. Anyhow, the treat- 
ies were renewed for 1929 with the same 
clause providing reinsurance at original 
rates and conditions. How the results 
will be this year remains to be seen. 
One thing is certain: the three Soviet 
organizations have no difficulties in find- 
ing reinsurers. The competition for par- 
ticipations is indeed very keen. 


Other 1929 Clauses 


Now the other cleuses of the 1929 
treaty forms. As from the first of the 
year, the net retention of Gosstrach, 
SOVAG and “BB” is $150,000 on each 
vessel instead of $100,000, this increase 
being explained by the favorable finan- 
cial results of the last few years, and 
specially of the preceding premiums. 
Marine underwriters reading these fig- 
ures will have difficulty in trying to 
understand through what miracles such 
a result was possible. The percentage 
seems all the more unlikely, in compari- 
son with that of the year 1927, which 
was 61.4%, a very good figure at that— 
and one which many occidental marine 
companies would be happy io show. It 
must be a misunderstanding or a figure 
based on preliminary results. The ac- 
counts for the last business year will 
have to be awaited to check this mys- 
terious percentage. 

As mentioned above, the fire reinsur- 
ance on goods stored in warehouses 
abroad is an important part of the con- 
t:acts. The assured demanded a reduc- 
tion of rates on this business, which was 
so far one and one-half cents for mre 
risk or four and one-half cents for fire, 
theft, disappearance and riots. The as 
sureds clgim that the latter rate is ea 
cessive, especially as during the last few 
years theft losses have been negligibir 
and there have not been any riots. The 
Gosstrach and its subsidiaries, however, 
cannot satisfy their clients in this re- 
spect; even at these rates they have 
had difficulty reinsuring these risks. Be- 
sides, the amounts evidently are large 
sometimes and have attained f. i. for 
one single warehouse an amount of 15,- 
600,000 rubles, or $7,500,000. It is diffi- 
cult to find a market for such amounts, 
but at adequate rates it may be found. 
Thus, the Soviets are confronted with 
the necessity of accepting the rates of 
the “capitalist dictators.” 
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INDUSTRIAL STOCKS BARRED 


Illinois Attorney General Holds Compa- 
nies Organized There May Not In- 
vest in Such Securities 


The Insurance Department of Illinois 
has been advised by the state’s attorney 
general that it is illegal for fire and marine 
companies organized in Illinois under 
the Act of 1869 to hold as assets the 
stocks of industrial corporations, includ- 
ing mining and manufacturing compa- 
nies. Counsel for an Illinois company 
holding industrial stocks contended that 
these particular stocks were eligible for 
investment because there was nothing 
ahead of them in the way of bonds, 
promissory notes, warrants and the like, 
and that if the company, under the law, 
was entitled to invest its money in the 
bonds or other collateral securities of 
such corporation, it would follow that 
if any such corporation had no bonded 
indebtedness or other liens prior to the 
stock then the investment in the stock 
would be within the intent of the Illinois 
statute. 

To this contention the attorney gener- 
al held that the language of the stat- 
ute is clear and makes no exceptions as 
to stock of industrial corporations which 
have issued no bonds or promissory notes 
or warrants. It excludes specifically all 
stock of industrials and does not predi- 
cate such exception upon any other in- 
debtedness by said companies. It: 4s 
readily conceivable, the attorney general 
contends, that such an industrial corpo- 
ration can issue debentures which will 
be a prior lien upon all properties ahead 
of any stock, preferred or otherwise, 
which might have been issued. 





TO HAVE MORE EXAMINERS 
Four More To Be Added ToN. J. Insur- 


ance Dep’t Owing To Tremendous 
Department Growth 

There will be several additional jun- 
ior and senior insurance examiners 
added to the New Jersey insurance de- 
partment within the next few weeks. 
The last Legislature in passing the ap- 
propriation bill provided for four addi- 
tions to the staff made necessary by 
the tremendous growth of the insurance 
business in the state, not only as to 
the new companies but the many other 
companies which have been doing busi- 
ness in New Jersey. Excluding life in- 
surance companies, there has been in 
other fields namely, fire, marine and 
casualty, an increase in policyholders’ 
surplus of over $100,000,000 in the past 
three years. 

The insurance department has found 
it difficult under civil service conditions 
properly trained men to carry on the 
important work of examinations so the 
department has adopted a plan to ac- 
cept men of lower rank and after a 
period of general training promote them 
to more important positions on the ex- 
amining insurance staff. The examining 
staff which is housed in the Newark 
branch office of the department is under 
the supervision of William B. Wiegand, 
who is recognized as an authority on 
insurance matters throughout the state. 

ROGERS HEADS COMMITTEE 

Wallace Rogers, vice-president of Gale 
& Pietsch, Inc., of Chicago, has been 
appointed chairman of the agricultural 
committee of the National Fire Waste 
Council. He succeeds I. D. Goss, mana- 
ger of the farm department of the Am- 
erica Fore companies, who resigned on 
account of the pressure of other work. 
Mr. Rogers has served as first chairman 
of the committee. 
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3 NEW COMPANIES IN JERSEY 





Income Life, Health & Accident, Indus- 
trial Accident and Selected Risks 
Fire Incorporated 

Three new insurance companies, name- 
ly the Income Life, Health & Accident 
of Camden, Industrial Accident of Jer- 
sey City and the Selected Risks Fire of 
Washington, have been organized in 
New Jersey, last week. 

The Industrial Accident will have a 
capital of $100,000 and a surplus of $50,- 
000 and will insure against loss or dam- 
age resulting from accident to or injury 
suffered by any person for which loss or 
damage the insured is liable. 

The incorporators include Fred E. 
Dwinell, Joseph Bubelberg, Morris Stern, 
Leo Burrus, Michael Sammarco, David 
J. Bransky, Nicholas De Lear, Frank A. 
Fallon and James J. Fallon. The office 
of the company is located at 1 Exchange 
Place, Jersey City and will be a non- 
affiliated concern. A meeting of the in- 
corporators will be held very shortly to 
elect officers and a board of directors. 

The Income Life, Health & Accident 
Co. has been capitalized at $300,000 and 
surplus of $150,000 while the Selected 
Risks’ capital will be $100,000 and a $50,- 
000 surplus. The latter company will be 
a running mate to the Selected Risks 
Casualty. 





DENIED AN AGENT’S LICENSE 

State Superintendent of Insyrance 
Albert Conway has denied the applica- 
tion for licenses of James E. Rone, 
81-11 Roosevelt avenue, Jackson 
Heights, N. Y. Rone applied for a 
license as an agent of the Scottish 
Union & National and a license to act 
as broker. Rone was the officer in active 
charge of Wm. M. Smith, Inc., Jackson 
Heights, N. Y., insurance brokers whose 
license was revoked last November. 


PROTESTS RATING METHODS 





Prominent Local Agent Complains of 
Bureaus Not Giving Agents Suffi- 
cient Notice of Changes 


A well known local agent last week 
wrote a letter to the inspection bureau 
in his territory protesting against the 
method of changing fire rates which does 
not give local agents sufficient advance 
notice of such changes. This agent says 
that a recent dwelling house rate change 
will necessitate his agency endorsing 
every policy issued between June 1 and 
the date the agent received notice of 
the change; also all the July policies 
already prepared will have to be refig- 
ured and those already written will have 
to be written. 

This work of altering policies to con- 
form to the rate changes could be elimi- 
nated, this agent contends, if the rat- 
ing bureaus and the companies would 
give the local agency forces a month’s 
notice of impending changes and make 
them effective on the first of the month 
and not on dates during the month. 





NATIONAL BOARD CHAIRMEN 

President James Wyper, of the Na- 
tional Board of Fire Underwriters, has 
appointed the members of the various 
standing committees for the year. Fol- 
lowing are the chairmen of these com- 
mittees: Actuarial Bureau, C. E. Case; 
Adjustments, Paul L. Haid; Construction 
of Buildings, Victor Roth; Finance, Ly- 
man Candee; Fire Prevention and En- 
gineering Standards, B. M. Culver; In- 
cendiarism and Arson, C. V. Meserole; 
Laws, W. H. Koop; Maps, R. P. Bar- 
bour; Membership, R. R. Clark; Public 
Relations, F. D. Layton; Standard Rat- 
ing Schedules and Forms, Ralph B. Ives; 
Statistics and Origin of Fires, J. L. Par- 
sons, and Uniform Accounting, Paul B. 
Sommers. 





HANOVER FIRE MATE 





Fulton Fire to Start Soon With Capital 
of $500,000 and a Net Surplus 
of $1,000,000 

The Hanover Fire is organizing its 
new running mate, the Fulton Fire, 
which will have a capital of $500,000 and 
a surplus of $1,000,000. The Hanover is 
one of the few remaining important fire 
companies which has been operating 
without one of more running mates and 
with the Fulton Fire it will be able to 
expand its business materially and also 
its agency plant without great extra ex- 
pense. The excellent reputation created 
by the Hanover over a period of years 
will helo to give the new company a 
fine start. 
_ The incorporators of the Fulton Fire 
include the following: Charles W. 
Higley, Montgomery Clark, Harrison F. 
Giberson, F. Elmer Sammons, Edward 
L. Coffill, Geo. A. Jackson, M. P. Cole, 
A. E. Golbert, J. Edwards Wyckoff, 
John Reid, Jr, Charles O. Hartich, 
James Morrow and John F. Devlin. 





CALEDONIAN MOVES OFFICE 

The central London office of the Cale- 
donian Insurance Co. has been moved 
from Pall Mall to premises at 12 Wa- 
terloo Place, which were previously oc- 
cupied by the Italian State Railways. 
This is the fourth London home of the 
office, which was opened some sixty 
years ago in Craig’s Court. Increased 
accommodation has become necessary 
owing to expansion during the last five 
years. Among those who assembled for 
the opening inspection of the new prem- 
ises were Lord Leven and Melville, 
Lord Chesham, Colonel Sir Henry Mc- 
Mahon, Sir Harold Elverston, A. Wal- 
lace Cowan, chairman of the company, 
and F. J. Cameron, general manager. 
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INSU RANCE 
IN 


INDUSTRY 


HEN merchandise takes to the open road 
it needs insurance protection for the 
hazards of transportation are always present. 


Through its Inland Transportation Depart- 
ment, the American Eagle Fire Insurance Com- 
pany furnishes shippers with that necessary 
protection. ‘Together with other sound stock 
fire insurance companiesit is safeguarding against 
loss or merchandise enroute, thus co-operating 
to the fullest extent with another hub in the 
wheel of American Industry—distribution of 
products over land, water and through the air. 
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FIRE INSURANCE COMPANY 
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First Group Finishes 
Columbia Fire Course 


STUDIED THERE FOR TWO YEARS 








Everett Brill, Jr, L. & L. & G., and 
J. J. Van Orden, North British, Win 
Prizes of $50 Each 


In 1927, through the efforts of a com- 
mittee consisting of E. R. Hardy, assist- 





ant manager of the New York Fire In- . 


surance Exchange; C. L. Tyner, then 
president of the Home, and C. F. Shall- 
United States manager of the 
North British & Mercantile, arrange- 
ments were made Columbia Uni- 
versity for the establishment of the fire 
course. 


cross, 
with 


insurance scholarship Several 


leading fire insurance companies sub- 
scribed for 19 scholarships, to which a 
group of high school graduates from va- 
rious sections of the country were ap- 
pointed. In 1928 a second group of 24 
students entered the course. 

The first group, consisting of 15 stu- 
dents, has just completed the two-year 
course. During their two-year course 
these men have, at the expense of the 
companies, received a general education in 
English, economics and business subjects 
allied to insurance, at the University. 
They have also been required to follow 
specialized insurance courses, and have 
been given practical work in the insur- 
ance offices. The practical work has, in 
many cases, been organized as laboratory 
work, with a view to giving as intimate 
a knowledge as is practicable of the 
operation of a fire insurance company. 

Columbia University has organized a 
specially supervised curriculum for this 
group of students. The general courses 
have been in charge of University in- 
structors, while the insurance courses 
have been given by prominent insurance 
men, who have generously devoted their 
time to further the purposs of the 
course. Insurance courses have been 
offered by the following: E. R. Hardy, 
secretary of the Insurance Institute of 
America; Prentiss B. Reed, assistant 
manager, Phoenix Assurance of London: 
L. E. Falls, vice-president, American of 
Newark, N. J., with the co-operation of 
Paul B. Sommers, vice-president, and 
Frederick MHoadlev, secretary, of the 
same company. and J. D. Erskine, assist- 
ant manager, Eastern Underwriters’ As- 
, sociation. 


Course Reflects Need for Personnel 


The organization of this course is an 
expression of the need of the insurance 
business to attract a higher grade of 
incoming personnel for development into 
executive material. Executives, and 
those connected with the administration 
of the course, feel that it has justified 
itself so far, but its success cannot be 
determined until several classes have 
gone into the business, and have shown 
whether the hope of attracting capable 
voung men has been realized. It is felt 
that, not until 1932, or five years after 
the establishment of the course, can a 
satisfactory preliminary judgment of its 
usefulness be made. It is hoped that 
fire insurance men. in all departments 
of the business, will interest themselves 
in the success of the course, and in 
drawing it to the attention of young 
men who might be valuable to the busi- 
ness, and, at the same time, find in it an 
opportunity for education and personal 
advancement. 

The interested companies have offered 
two prizes which were awarded in 1929; 
one of $50 to Everett Brill, Jr., of the 
Liverpool & London & Globe, as the 
highest ranking student for the first 
vear, and one of $50 to John T. Van 
Orden, of the North British & Mercan- 
tile as the highest ranking student for 
two years. 

The companies have to date subscribed 
for 23 scholarships for the class begin- 
ning its work in September, 1929. In- 
formation concerning the award of schol- 
arships may be secured from E. R. 








Hardy, Insurance Institute of America, 
85 John street, New York City, and ap- 
plication blanks for entrance to Colum- 
bia University may be secured from the 
office of University Extension, School 
of Business Building, Columbia Univer- 
sity. 


TRINITY WITH F. H. ROSS 
The Trinity Fire of Dallas, Texas, has 
appointed the F. H. Ross Agency of 100 
William street as general agent in the 
New York metropolitan area and the 
entire suburban field. The Trinity has 
total assets of $2,140,395. 





G. C. LONG SUCCEEDS McCAIN 

George C. Long, Jr., vice-president of 
the Phoenix of Hartford, was last week 
elected chairman of the supervisory com- 
mittee of the West Virginia Uniformity 
Association, succeeding W. R. McCain, 
vice-president of the Aetna Fire. Other 
members of the committee are: F. D. 
Layton, National Fire; Percy Ling, 
North British & Mercantile; F. E. 
Burke, Home; A. G. Dugan, Hartford 
Fire; Lyman Candee, Globe & Rutgers; 
E. A. Henne, Continental, and C. V. 
Meserole, Pacific Fire. 


=—=>= 


E. W. T. GRAY GOES TO NEWARK 

E. W. T. Gray, Jr., a special agent of 
the Travelers Fire for a number of 
years, with headquarters in the Travel- 
ers, 55 John street branch office, New 
York City, has been transferred in that 
capacity to Newark, N. J., where he will 
be associated with Herbert L. Denny, 
manager for the Travelers Fire in that 
territory. Mr. Gray is a graduate of 
the company’s home office training 
school course, and before his appoint- 
ment as a special agent, was connected 
with a large New York insurance agency. 
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"“tested Methods’’—No. 6 





“If your profits should be cut off for three months 
how would it affect your business?” 





That question put to Lew Graham, head of Graham’s 
Department Store, got Milt Morris a nice piece of 
U & O business. Here’s the way it happened: 


The Morning Sentinel carried a story to the effect 
that Graham was going to double the size of his store 
“in order to better serve a growing list of patrons 
and to take care of a rapidly increasing business.” 


“Lew must be making money,” thought Milt 
“and I’m going to sell him a U & O policy.” 


“Lew,” said this Glens Falls Agent, a few minutes 
later, “the story in this morning’s paper looks like 
you're making money. I congratulate you.” 


“Thanks, Milt, we are doing a good business and 
with a bigger store, expect to do more.” 


“I’m sure you will; but tell me, Lew, if your profits 
should be cut off for three months, how would it affect 
your business?” 


“It would be a terrible blow, Milt. You see, we’re 
building the new addition out of profits and we'd be 
pretty well up against it if we lost them for even one 
month.” 


“Then,” said Milt, “you need Use and Occupancy 
Insurance. It will pay your profits, taxes and other 
‘overhead’ during a suspension of business, due 
to fire or other catastrophe and, according to your 
own statement, such a happening would practically 
ruin you. The only way you can protect yourself and 
your business is with U & O insurance. . If you will 
give me a statement of your profits and necessary ex- 
penses, I'll write you insurance that will pay them for 
you in the event of an enforced closing.” 


A good business man, Lew immediately realized 
his need and a few days later was the owner of enough 
“business interruption” insurance to protect him from 
ruin should the unforeseen happen. 


MORAL: Most business men are like Lew. Try Milt’s 
question on some of them and you'll write more U & O. 
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“Dont’s” For Local Agents 


By W. M. GOODWIN, 
President, W. M. Goodwin, Inc., Bethlehem, Pa. 


Building up a local agency ts the sub- 
ect of an interesting article written by 
William M. Goodwin, prominent Penn- 
sylvania local agent, and president of W. 
M. Goodwin, Inc., Bethlehem, Pa., for 
the current issue of the agency publica- 
ion of the Boston and Old Colony com- 
panies, the “Accelerator.” After citing 
some of the fundamental requirements of 
a first class insurance agent, Mr. Good- 
‘win says that it is just as important to 
know what not to do, and so he lists the 

llowing “don'ts”: 

1. Don’t express any unpopular or 
irritating opinions or beliefs, for it is 
unnecessary to do so and frequently 
makes bitter enemies. If you have to 
take a stand on any subject, be sure 
your reasons are fair and sound. 

2. Don’t say “business is rotten.” 
Business is always “fair” or “good.” 

3. Don’t be above doing detail work 
ow and then. You’ve got to have a 
pretty big organization before you can 
lispense with it altogether. 





t+. Don’t solicit business except upon 
a business basis. Even if you expect and 
are entitled to reciprocity, handle it 
gracefully. Don’t show too obviously 
that you expect business because of club, 
fraternal or religious affiliations. Get it 
because of service rendered. 

Don’t Talk Business on All Occasions 

5. Don’t bore your friends by bring- 
ing up business upon all occasions. If 
they mention it to you at a social gath- 
ering, answer them politely but briefly 
and make a note to see them later. 

6. Don’t blame the underwriters 

when your customer says “the rates are 
too high.” Explain that rates measure 
hazards and that you know how to re- 
duce both. 
7. Don’t blame your own mistakes 
on your companies. Your customer will 
forgive you, but he does not want to have 
any doubts about the company behind 
his contract. 


8. Don’t publicly wish you were in 
some other business. 

9. Don’t apologize for the insurance 
business, but be proud that you are in 
it, and never overlook the opportunity 


.to call the attention of others to the fine 


record for honest and generous services 
being continually made by your compa- 
nies. 

10. Don’t get sore and lose your tem- 
per if, after working hard for an ac- 
count, someone else gets it. Remember 
that you were glad to have the opportu- 
nity to present your proposition and it 
is the buyers’ privilege to place his busi- 
ness where he pleases. I have been un- 
fairly treated occasionally, but by ac- 
cepting a temporary defeat gracefully I 
have come back later and cashed in. 
Don’t Be Too Busy To Serve Customers 

11. Don’t tell your customers that you 
are too busy to serve them. Every busi- 
ness man must inconvenience himself and 
family occasionally, but he should not let 
a customer get in the habit of asking 
him to run “fool” errands. 

12. Don’t disappear without your of- 
fice being able to reach you. You are 
in a business requiring personal atten- 
tion and must be available at all times. 

13. Don’t fail to read your newspa- 
pers daily, because they contain many 
valuable leads if you know how to dig 
them out. Don’t fail to read your trade 
journals, for they are your textbooks. 
Keep a complete information file at all 
times. You can clip complete informa- 
tion on all insurance subjects from these 
journals. 

14. Don’t boast “I never solicit in- 
surance,—it just comes walking in to me.” 
That’s a lazy conceit with which the 
thinking business man has no patience. 
It’s the same thing as saying: “Look at 
me. My wonderful personality and pow- 
er make it imperative that you give me 
business.” The same type usually sets 
up a howl about “ethics” when some live 
wire takes a line from him. 








SIDE-LINES DEMAND GROWING 


Commercial Union Finds Greater Inter- 
est in Earthquake, Hurricane and 
Consequential Loss Covers 


At the annual general meeting of the 
Commercial Union Assurance, held in 
London, the chairman referred to the 
demand for earthquake and hurricane 
insurance, saying: 

“A development in connection with 
fire insurance, to which I should like to 
refer, is the growing demand for insur- 
ance against loss from such perils as 
earthquake and hurricane. This demand 
is due to the great damage caused by 
the hurricane which swept an area from 
Guadeloupe through Porto Rico to 
Florida last September following as it 
did a similar disaster in Miami two 
years before. Our practice in respect to 
insurance against risks of this catas- 
trophic character is that we do not seek 
the business, but if we are requested 
to do so we grant protection against 
these losses to our fire policy-holders, 
thus conserving our fire business and 
at the same time keeping our liabilities 
within reasonable bounds. 

“This is an instance of our desire and 
that of other British companies to- meet 
all reasonable demands for protection 
against loss that can be afforded by the 
proper extension of the principle of in- 
surance. The provision of the conse- 
quential loss policy is another instance 
of this desire. It is recognized that 
those who suffer the misfortune of a 
fire incur consequential losses, such as 
loss of profits to the trader or loss of 
rent to the individual. When it is gen- 
erally realized that these consequential 
losses often exceed in amount the cost 
of repairing the damage to the building 


GERMAN REPLACEMENT COVERS 


German Company Says This Form of 
Protection Was Forced by Competi- 
tion from British 
In a recent issue of The Eastern Un- 
derwriter there appeared the statement 
that fire insurance for replacement value 
in Germany is something which will 
cause a sensation among the insurers of 
the entire civilized world. One of the 
leading German insurance companies, 
commenting upon this statement Says: 
“We may say that these remarks 
might be interpreted as meaning that 
insurance for replacement value was a 
branch of insurance newly introduced 
in Germany by the German insurance 
companies. That, however, is not the 
case. The German insurance companies 
were compelled to write this class of in- 
surance, because it had been previously 
introduced into Germany by English 
companies operating in Germany. The 
English companies had already, for 
some time past, written this class of in- 
surance in their own territory, i. e., in 

England.” 





W. C. SKINNER STATE AGENT 

W. Carr Skinner, who has been spe- 
cial agent for the past five years under 
State Agent Sam B. Kennedy, of the 
Westchester interests, is resigning his 
connection in order to accept appoint- 
ment as state agent in Kentucky and 
Tennessee for the Corroon & Reynolds 
group, of New York. 





or the replacement of the property de- 
stroyd we expect that the public will 
stroyed we expect that the property de- 
which is offered at reasonable rates of 
premium.” 






































FF to the continent, around the world, to the seaside for 

a week-end or two weeks—no matter where they go, how 

long they stay, the wise agent will appoint himself their invisible 

watchman. With the Personal Effects policies of this Company 

he can protect his patrons, as regards their baggage, against loss or 

damage by reason of all the hazards of travel and transportation, 

against theft and fire—anywhere away from home, all the 
year around. 

Now particularly is the season to concentrate on these policies. 
Progressive agents are today talking with their clients and pros- 
pects, showing them the facts—the records of hotel fire losses, 
the losses and pilferings on railroads and ships, the calculated risk 
of damage in transportation. Our agents marshal the facts and 
then apply then— that’s why they're known as the Invisible 


\ “atchmen of modern business. 
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Some Car Loss Experiences 


By OSCAR A. MORRIS, 
Adjuster, Jacksonville, Fla. 


The experience of the writer with 
automobile adjustments, as well as gen- 
eral loss work for many years, has led 
to the conclusion that human nature al- 
ways runs true to form. People who 
are inclined to be fair and reasonable, in 
the adjustment of losses on other classes 
of property, are just the opposite when 
it comes to the adjustment of a loss on 
their automobile. In adjusting a partial 
loss caused by fire, the first statement 
of the assured is to the effect that his 
motor is ruined and he demands a new 
motor. In all the partial fire losses on 
automobiles the writer has had the ex- 





OSCAR A. MORRIS 


perience of adjusting a loss with only 
one assured who voluntarily stated that 
he was satisfied that the motor was not 
damaged. 

From my experience with collision and 
property damage claims on automobiles 
I have found that the place to put into 
condition a damaged automobile is the 
repair and refinishing shop that special- 
izes on such work and makes a flat price 
in advance for the job. That shop is 
preferable to the ‘shop’ of the dealer 
from whom the car was purchased, or 
from the repair shop that wants the job 
on a time and material basis. Since such 
shops are now found in most localities 
the savings on losses to the companies 
has been of considerable magnitude. 

During the first few years of my work 
on automobile losses, there were very 
few such shops in the country territory 
and frequently it was necessary to re- 
move the damaged car to a city shop; 
but even with the extra cost of trans- 
portation a substantial saving on the loss 
was effected. The main trouble in those 
days was the inexperience of small town 
shops in repairing fenders and bodies. 
The only recourse was the replacement 
with new parts, which would in many 
instances, run the cost of the repairs up 
to almost as much as the cost of a new 
car. 

Some Interesting Claims 

One loss of this kind several years ago 
(where the car had turned over twice 
and was pretty badly damaged) was in 
the garage of the dealer and practically 
repaired before the insurance company 
had a representative on the ground. 
However, the policy happened to have 
a maximum collision coverage of $500, 
and when this feature was called to the 
attention of the assured he quickly de- 
cided that $110 worth of new parts could 
be dispensed with and the old parts made 
to answer. 

One of the queerest collision claims 
the writer ever had was where a report 
was sent in for a new transmission and 


housing at a cost of $110, with no other 
damage reported. The cause of the loss 
given was that the car struck a small 
stump in the road. The old transmission 
case showed that the gears had been 
shifted into reverse while the car was 
going forward, with the fresult that the 
transmission went out through the hous- 
ing. 

The writer has one theft loss that 
turned out to be a case of where a 
young man went to another state to work 
and changed his name. Later he bought 
a car on the finance plan, making a few 
payments. Reported stolen, no trace of 
the car was found under the sixty day 
limit. When I took up the adjustment 
of this loss the assured had also dis- 
appeared. The insuring company paid 
the finance company its interest. Later 
the assured was located in his home town 
driving a car with only one license plate 
on same. He was arrested by a deputy 
sheriff for this offense, and, after his 
arrest, an examination showed that the 
motor number of this car had been muti- 
lated and later the activities of the as- 
sured were traced, resulting in a com- 
plete confession. ‘ 


Comment on Depreciation 


Formerly, when adjusting partial loss- 
es on automobiles a depreciation was se- 
cured where new parts were installed: 
but for various reasons this practice has 
been discontinued. Such depreciation al- 
ways appeared to me as being fair to 
both company and assured in the proner 
interpretation of the policy contract. The 
improvement in modern refinishing shops, 
particularly in body and fender repairs, 
has proven highly beneficial in closing 
losses at a figure commensurate to the 
damage. 

In the early days many companies is- 
sued a policy that provided for a reduc- 
tion of the gross liability for each year 
of the age of the car, which was general- 
ly 80% of the f. o. b. price the first 
year: 50% the second year, and 25% 
the third year; and it has been the ex- 
perience of the writer that in the set- 
tlement of total losses written on this 
basis the assured was better satisfied 
than he is under the present forms of 
policies. Under the actual value form, 
one of the first moves of the assured, 
and many times of the agent, is to try 
and sell the adjuster the idea that in 
their localitv “used cars” sell for from 
50% to 100% more than in any other 
part of the country. 


License Plates 


Comment is unnecessary as to why au- 
tomobile thieves can exist and prosper, 
and the writer is of the opinion that 
there should be no transfer of license 
nlates from one car to another but the 
license plates should be required to stav 
with the car for which they were issued: 
also, the transfer of both car and plates 
be recorded in the automobile denart- 
ment and the county court house of the 
state and county where the parties live. 
This would be a great help to police in 
locating stolen cars, as they could iden- 
tify by the license plate as well as the 
automobile, and they could in many cases 
hold a driver and a car for an investiga- 
tion which would lead to the recoverv 
of a car and the conviction of the thief. 





FOREST FIRE LOSSES LOW 





Heavy Rains in New York State Re- 
duced Losses in Adirondack and 
Catskill Fire Towns 
One of the beneficial effects of the 
unusually wet weather of the past three 
months in New York State has been a 
low forest fire loss in the Adirondack 
and Catskill fire towns. Records com- 
piled by the Conservative Department 
of the state show that from November 
15, 1928, up to and including May 21, 
1929, the total number of forest fires in 
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the fire towns in the Adirondacks and 
Catskills was 68, which burned over a 
total area of 447.12 acres, or an average 
of 6.6 acres per fire, which is an un- 
usually small loss per fire. The number 
of fires was about evenly divided be- 
tween the Adirondacks and Catskills, the 
total number of fires in the Catskills 
being 33, and the total acreage 199.25 
acres and 35 fires in the Adirondacks 
with a total acreage of 247.87. 

The average acreage per fire in the 
Catskills was slightly lower than in the 
Adirondacks being six acres as com- 
pared with 7.1 acres. In the Adiron- 


dack fire towns, Clinton and Essex 
counties had nearly half of the fires— 
eight each, and about 4/5 of the acreage 
burned. Warren County had five fires, 
St. Lawrence four, Herkimer and Wash- 
ington three each; Hamilton two and 
Franklin and Lewis one each. In the 
Catskill fire towns Ulster County leads 
in the number of fires with nineteen, 
which burned about three-quarters of 
the total acreage burned in the Catskill 
region. Delaware County had eleven 
fires which averaged less than two acres 
apiece. Sullivan County had two and 
Greene County had one. 
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The Last Half 


1929 is half over. 
what has been accomplished during the first six months 
of the year and to plan for the remaining months. 


Now is a good time to consider 


Business as a whole has been good. But during July 
and August will come the usual slowing down of 
But there are many opportunities for summer 

Windstorm policies are needed at this time 
Personal Effects Insurance is also in demand. 
By pushing these and other special kinds of insurance, 
you can make up in a measure for the seasonal decline 
in general activity. 
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Old Line Companies 


Fighting Newcomers 
(Continued from Page 1) 
companies. In New Jersey a large num- 
ber of small writers have made their ap- 
pearance the last year or so and each has 
a following, limited though it may be, 
of stockholders, friends and others that 
extends throughout the state. In New 
York, Pennsylvania and elsewhere the 
local New Jersey companies have no 
preferred standing or other advantages. 
But as state borders are crossed the 
E. U. A. companies find themselves face 
to face with another group of local com- 
petitors of both the stock and mutual 

variety. 

Separation in its fullest usage is some- 
thing new in the East. In all the “or- 
dinary” territory of the E. U. A. outside 
of the State of New Jersey modified 
separation has been in effect ever since 
the association companies offered the lo- 
cal agents a slightly higher commission 
on the average if they would represent 
E. U. A. companies only. And agencies 
once clear are not allowed to revert to 
the mixed status for the sake of taking 
on some of the newly organized com- 
panies. But agencies not mixed are not 
disturbed and that is where the rub 
will be if full separation is decreed. Then 
there will be no middle or compromise 
ground. Either an agent will have to 
send back the supplies of all his E. U. A. 
companies or return those of his non- 
affiliated companies. 








NEW HAMPSHIRE CAPITAL 

Stockholders of the New Hampshire 
Fire are to receive a stock dividend of 
10% and an extra dividend of 1% in 
addition to the regular quarterly divi- 
dend of 4%, payable July 1. It was 
voted by the directors last Friday to re- 
duce the par value of the stock from 
$100 a share to $10 a share and to in- 
crease the number of shares from 25,000 
of $100 par to 250,000 of $10 par. In 
addition, the stockholders agreed to the 
proposal of the directors that the capi- 
tal stock of the company be increased by 
the issue of 50,000 new shares of $10 
par, making the total capital $3,000,000 
instead of the present $2,500,000. The 
stockholders will receive a stock divi- 
dend of 10% in return for the authoriza- 
tion of the sale of 25,000 shares of the 
new issue to agents, employes and per- 
sons engaged in insurance and affiliated 
with the New Hampshire. The price of 
this new stock will be not less than $60 
a share. 


L.A. WATSON MADE COUNCILMAN 

Leon A. Watson, rating expert of the 
Schedule Rating Office of ‘New Jersey, 
has been appointed councilman at 
Linden, succeeding Thomas A. Archipley. 
Mr. Watson will serve Mr. Archipley’s 
unexpired term, which runs until De- 
cember 31, 1930. 


In the West separation has been ef- 
fective and it has withstood the test of 
the courts. It was held legal in the 
controversy between the Union and the 
Western Insurance Bureau that a com- 
pany could decide for itself the terms 
upon which it would enter or remain in 
a local agency. 

The association companies realize that 
the competition of the outside compa- 
nies is likely to be more costly to them 
than existing differences of opinion with 
local agents over commission rates. And 
rather than have two sets of opponents, 
with the likelihood of the opposition 
forces uniting, the association companies 
are apparently hastening settlement of 
outstanding problems with agents so 
that time, strength and other forces mav 
be available for meeting the onslaughts 
of the new fire insurance companies 
which are not affiliated with E. U. A. 
members. 

In the West the old-established fire 
companies are engaging in the writing 
of long term policies, with the reduced 
rate feature attached, as a means of 
competition. This practice, not yet em- 
ployed consciously and vigorously in the 
East, proves a severe handicap for the 
newer companies with their small net 
surpluses and their consequent inability 
to establish large premium reserves with- 
out impairing the surplus accounts. The 
combination of a reduced rate and a 
large reserve on a five year policy makes 
the writing of such a contract almost 
impossible except for companies with 
tremendous net surpluses. 


VIRGINIA AGENTS’ MEETING 

Members of the Alexandria, Va., local 
board who are to entertain the annual 
convention of the Virginia Association of 
Insurance Agents this year, have ar- 
ranged for an automobile trip to Mount 
Vernon as the leading feature of the so- 
cial end of the program. The conven- 
tion will be held at the George Mason 
Hotel June 27-28. The trip to the home 
of Washington will be taken the after- 
noon of June 27. It has also been ar- 
ranged for members of the association 
and their guests to have available the 
golf facilities at the Bell Haven Country 
Club. 





U. S. FIRE CAPITAL CHANGE 

Stockholders of the United States Fire 
last week approved the directors’ recom- 
mendations that the company’s capital 
be increased from $4,000,000 to $5,000,000 
and that this be accomplished by the 
declaration of a stock dividend of $1,- 
000,000 or 25%. This dividend is to be 
distributed July 15 to shareholders of 
record June 28. On March 15 of this 
year the U. S. Fire had a ‘net surplus 
of $16,574,265 so that the stock dividend 
will still leave over $15,500,000 surplus. 


CITY OF N. Y. ELECTIONS 

The directors of the City of New York 
of the Home group have elected J. A. 
Campbell and Harold V. Smith vice- 
presidents and secretaries and Harry H. 
Schulte secretary. The latter succeeds 
the late Ferdinand Ermisch. All three 
hold similar positions with the Home. 
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Statement, January 1, 1929 
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eee Le eee 26,805,114.51 
i Guna er atenane aeelows em uke 16,597,595.55 


TOTAL SURPLUS TO POLICYHOLDERS 


Vice-Presidents 
R. M. Anderson, G. o Cowee, C. C. Hewitt, C. L. Miller, C. B. Roulet 
F. Pi sais Secretary and Treasurer 
Secretaries 
R. C. Alton, L. C. Breed, H. B. Collamore 
‘Assistant Secretaries 
W. C. Browne, W. W. Corry, W. H. Hinsdale, W 


ARED OER 7 21,097,599.55 
S. T. Maxwell, Vice-President 


. O. Minter, ‘S. W. Prince 














EARNEST 


Great American 
Indemnity Company 
New Dork 


Fidelity and 
Surety Bonds 


Casualty 
Insurance 


















mpire State 


dpm Gnsurance Company,” 


of Watertown, T 











Cime 


Great changes come with 
time. Yet these two allied 
companies—-one more 
than three-quarters of a 
century old, the other not 
quite a year old —have 
never changed their basic 
belief in constant fairness 
and friendly cooperation 
with all agents. 
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“Export Credit Insurance’ 


By DR. ERICH GOLDSCHMIDT, 
Reviewed by CARL TH. ENDEMANN, A. F.I. A. 


Great Britain has recently adopted the 
German “Plan B” form of policy for ex- 
port credit insurance, as an additional 
facility to be extended to British bank- 
ers; Czechoslovakia has created a state 
export credit institution to accept credit 
insurance under the form of the German 
“Plan A”; in the Japanese parliament a 
bill has been submitted which provides 
a credit insurance scheme based upon 
the German form “Plan B”; Spain has 
just created an export credit insurance 
institution, which is going to work on 
“Plan A” and possibly also on Plan B. 
It is therefore useful for the credit un- 
derwriter to become familiar with these 
German forms which are being’ intro- 
duced now in a growing number of coun- 
tries and thus become forms frequently 
encountered in foreign markets. 

Dr. Erich Goldschmidt of Berlin has 
recently published (Deutscher Wirt- 
schafts-Verlag, Berlin, publishers) an 
excellent treatise, the book dealing with 
export credit insurance specially and ex- 
clusively. It contains valuable informa- 
tion and critical observations on all 
phases of credit insurance, specially the 
above mentioned forms. 

Plan “A” was designed and put into 
operation on a co-operative basis by the 
federal government and the insurance 
companies. The “Reich” appropriated 
10,000,000 marks from the “Productive 
Unemployment Relief Funds,” against 
the concession that in the first place ex- 
ports of finished goods, in which as much 
as possible labor was embodied, should 
have the benefit of the scheme, as f. i 
textiles, machines, etc. The actual re- 
sults show, indeed, that this policy has 
been carried out, as of the risks covered 
the following percentages fell to various 
industries: 

OMEN CM oes ccNclns caine eet 27% 
PIAPOWATE 205 $s.ctxsigd o's 14% 
Toys and novelties 


Risks Loss Reserve 


The funds thus provided by the Reich 
are used as a shock loss reserve, limited 
to the initial 10,000,000 mark and to the 
premiums received. Up to these amounts 
the Reich is a reinsurer to the direct 
writing companies, and is liable only to 
these companies, not directly to the in- 
sured. If the reserve funds thus pro- 
vided should be exhausted, the excess is 
to be borne by the stock companies, 
which have granted an excess loss cover 

The risk is divided into two parts: 
normal hazard and catastrophe hazard. 
The “normal hazard” comprises the gen- 
eral credit risk, and on losses coming 
under this denomination the direct in- 
surers pay 50%, the other 50% to be 
borne by the Reich, and to be paid out 
of the special fund. If such losses under 
the “normal hazard,’ however, exceed 
250% of the premiums for any one year, 
or exceed $100% for two consecutive 
years and are not less than 250% for 
the two years together, the excess is 
also to be paid out of the special funds. 

The other part of the risk, the “catas- 
trophe hazard,” is borne entirely by the 
Reich. The catastrophe hazard within 
the meaning of this coverage includes: 
war in any country, civil commotions, 
revolution, earthquake, or public meas- 
ures of the country wherein the debtor 
is located, prevention of remittances, 
state moratoriums, etc. Is the funds in- 
cluding premiums accrued, exhausted, the 
stock reinsurers are liable for any excess. 

The coverage is broad and includes 
cases where the debtor is financially able 
to pay, but prevented from paying, as in 


the above mentioned cases. Not in- 
cluded, however, is indemnity for losses 
arising out of the fact that the con- 
signee, for some reason or other (justi- 
fied or unjustified) refuses to take over 
the shipment, as this is not a credit in- 
surance risk. 

It is not necessary that the merchan- 
dise be taken over for the insurance to 
attach. If the consignee is not able to 
take over on account of bankruptcy, 
f. i, losses would be caused to the 
shipper, and for such he would be en- 
titled to indemnity under the cover. 

How Premiums Are Divided 

Premiums received are divided as fol- 
lows between the direct insurers, the 
Reich’s fund and the reinsurers: 

If the premium rate is up to 2%, one- 
quarter is deemed to be the portion of 
the catastrophe hazard, of premiums 
over 2% one-third of the rate is set 
aside for this part of the risk. 

As the Reich is covering all of the 
catastrophe hazard, it is getting all of 
the premium for this, and in turn passes 
on 40% to the reinsurers for their 
coverage. 

The portion covering the nomal hazard 
is split up as follows: The direct writ- 
ing companies get one- -third for ex- 
penses, the rest is considered as the nor- 

mal risk premium and divided 50-50 be- 
tween the direct underwriters and the 
Reich. ; 

The latter has the right, at any time 
to prohibit writing further busiress with 
certain countries that seem to be en- 
dangered. It can also interfere by veto 
if too large a business in proportion to 
the reserve fund is accepted by the 
companies. 

Hamburg exporters wanted to remain 
carriers of the export risk and merely 
get rid of the credit risk. For this pur- 
pose Plan “B” was created. Direct in- 
surers for this plan as well as the first 
one are the Hermes Credit Ins. Co., the 
affiliate of the Munich Re-Allianz Stutt- 
garter fleet, and the Frankfurt General. 
The Reich again operates as shock ab- 
sorber and has appropriated 5,000,000 
marks. 

The exporter is under Plan “B,” in- 
sured in favor of his banker, the under- 
writers thus do not pass upon the for- 
eign credit risk in question, but cover 
on the exporter, who is fully liable to 
the banker for any loss arising out of 
nonpayment of the foreign customer. 
The catastrophe risk is defined as for 
Plan “A,” with the modification that the 


coverage is to apply, if the events enum- 
erated, and the nonpayment of the for- 
eign debt, have been material in bring- 
ing about the insolvency of the 
exporter. The normal risk under this 
coverage is assumed totally by direct 
underwriters, and the catastrophe risk 
totally by the Reich’s funds, and if these 
are exhausted, the reinsurers. 

Although Russia has so far always 
paid punctually and is much interested 
in keeping up this good reputation as 
debtor in view of its need of foreign 
credits, it is still regarded as an unsafe 
proposition on account of the political 
risk. 

The coverage provided is 50% of in- 
voice, and the insured has to retain the 
first 50% of invoice at his own risk. 
The whole risk is divided as follows: 

The insured himself bears the first 
50% loss, the funds of the Reich (Fed- 
eral Government) pay the next 15%, the 
States (in each case the state in which 
the exporter is located) pay the next 
15% and the insurance companies pay 
the remaining 20%. The premium for 
this type of coverage is 3% for three 
months plus 1% for each further three 
months or fraction of such period. The 
premium for a six months’ coverage thus 
would amount to 4%4% and for a year 
to 714%. ‘Payment of losses is to be 
effected as follows: If the Russian State 
or State Bank has not paid six months 
after due date the carrier pays 25% of 
loss (always deducting the first 50% of 
the invoice), after three months another 
25% is being paid, and so on. 

Plan “A” Most in Use 

In Germany Plan “A” has been made 
use of most. The risks are spread over 
a very large number of countries and in 
this respect the business is on a sound 
basis. 

The volume of business written under 
the export credit insurance scheme has 
so far been not even one-third of the 
amount which the parties had in view 
when creating the institution. The main 
reason was the premium level. The 
Situation was that the export credit in- 
surance fulfilled its purpose of facilitat- 
ing the granting of credits, but that at 
the same time it increased the prices of 
the goods to such an extent that the 
exporter making use of the scheme and 
calculating the premium into his offers 
lost the business because he had to 
quote too high a price. The same was 
the case in Belgium and Holland, where 
similar schemes were even much less 
popular than in Germany. The deadlock 
has now been broken through the recent 
changes and it may be said that the 
initial stage has _ successfully been 
passed. 

The lowering of the cost has been ac- 
complished as follows: For “cash against 
documents” now only 30% of invoice is 
insured, as this is the maximum loss to 
be expected generally on this type of 
business. The premium is paid only on 
the part covered. For ordinary con- 
tracts on the basis “documents against 
acceptance” the minimum rate in the past 
was 11/3% on invoice for four months’ 
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coverage, and extensions cost 2/3% for 
each period of three months or fraction 
thereof. This resulted in a premium of 
2% for coverage through seven months, 
which was longer than the exporter gen- 
erally needed and thus he paid more 
than necessary. Now such acceptances 
may be extended for periods of one 
month each, for which 2/9% is the 
charge, so that now the exporter pays 
exactly for what he needs and for what 
he gets. 

This indirect method of lowering the 
cost of export credit insurance would 
seem to be more effective than the 
change recently made to the English 
scheme. In that case the self retention 
was reduced, and the demand for col- 
lateral securities waived. Both these 
changes tended to increase the actual 
risk, of course, and would therefore 
make an actual reduction of rates more 
difficult. 

The actual cost is the vital point, and 
wherever so far an export credit insur- 
ance scheme has not met with the ex- 
pected success the price was the decisive 
cause. Dr. Goldschmidt winds up the 
critical contemplations, which form th« 
last part of his book with the state- 
ment that the future development of ex- 
port credit insurance will be made pos- 
sible not through a reduction of the self- 
retention, nor through a broadening of 
the coverage, but through a reduction 
of premiums. This in turn seems likely 
to be brought about by the coming com- 
petition between American and Euro- 
pean export in the world’s markets. 





I. U. B. TO START JULY 10 





Rules and Regulations Approved by 
Governing Committee; Policy Forms 
Will Be Five in Number 


The Interstate Underwriters’ Board, of 
of which John R. Dumont is manager, 
will start operations on July 10. At a 
meeting last week the governing com- 
mittee approved the rules and regula- 
tions. One of the new features of the 
board’s rules reads as follows: 

“All policies covering any risk or risks 
coming under the jurisdiction of the In- 
terstate Underwriters’ Board and/or 
issued under these rules must be written 
at, in and by the office of a member of 
the Interstate Underwriters’ 30ard. 
Each company shall designate its policy- 
writing office or offices for these special 
covers and keep on file a complete list of 
the same at the home office of the In- 
terstate Underwriters’ Board. 

“No individual company member shall 
be permitted to file on record more than 
one such office in or for each territory 
under the jurisdiction of any one of the 
five regional organizations known as the 
Eastern Underwriters’ Association, the 
South-Eastern Underwriters’ Associa- 
tion, the Union, the Western Insurance 
Bureau and/or the Board of Fire Under- 
writers of the Pacific, but any such of- 
fice may be also designated for any 
recognized territory over which said of- 
fice has supervision and which does not 
come under the direct jurisdiction of 
any one of the five regional organiza- 
tions herein mentioned.” 

The board has succeeded in reducing 
to five the number of policy forms. They 
are as follows: 

1. Monthly average reporting form 
for branch stores, warehouses and dis- 
tribution points; contents only. 

2. Daily average monthly reporting 
form for stock in manufacturing plants 
of strictly seasonal character, such as 
fertilizer factories, cotton seed oil mills, 
tanneries, etc. 

3. Daily average monthly reporting 
form for contents of line grain elevators 
only, not terminal elevators. 

4. Processor’s form, excluding tran- 
sit. This covers merchandise in the 
hands of processors, which is not owned 
or controlled by the assured. 

5. Multiple location non-reporting 


form covering property in branch stores, 
warehouses and distribution points. This 
is a co-insurance form and 90% or 100% 
co-insurance is mandatory. 
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CASUALTY AND SURETY NEWS 








Big Expansion Ahead 
For Reliance Casualty 


R. B. TAYLOR RE-ELECTED PRES’T 





Expected to Enter 15 New States and 
Double Present Capital and Surplus 
Within Next Year 





Plans for a greater capitalization and 
entrance into more than a dozen new 
states within the next twelve months 
were discussed at the Reliance Casualty 
annual directors’ meeting last week. It 
was disclosed that the company had just 
completed a most successful fiscal year 
in the increased volume of net premiums 
written. 

A comparison of the first five months 














RUSSELL B. TAYLOR 


of 1929 with the same period of 1928 in- 
dicated a gain in production of 400%. 
The goal of the company for this year 
is set at $750,000 net premiums while the 
fulfillment of 1930 expansion plans will 
realize a $2,000,000 production at the 
close of that year. 

The Reliance Casualty is headed by 
Russell B. Taylor, who has directed its 
affairs creditably since inception. Mr. 
Taylor was re-elected to his post by 
the board last week together with the 
following fellow officers: Robert O’Gor- 
man, vice-president, and H. M. Biggin, 
secretary and treasurer. Assistant offi- 
cers are Thomas F. Graham, assistant 
vice-president, and T. Marshall Forsythe, 
assistant secretary and assistant treas- 
urer. Harry C. Thompson is chairman 
of the board. The same board of direc- 
tors was re-elected by the company’s 
stockholders with the addition of nine 
new members making a total of twenty- 
five. 

Extensive Plans for the Future 

It has been voted that the company 
will immediately enter the states of 
North and South Carolina. This action 
will probably be followed by entrance 
into fifteen additional states during the 


ensuing fiscal year. It is also expected 
that the present paid-up capital of 
$600,000. and surplus of $503,995 will be 
doubled within the same period of time. 
The company is now doing business in 
eight states and has about 200 agents. 

The financial condition of the Reliance 
Casualty as of May 22, 1929, shows total 
admitted assets of $1,488,023, the largest 
item of which is $1,007,488 invested in 
seasoned stocks and bonds. The com- 
pany has set aside a reserve of $111,768 
for unpaid claims and has an unearned 
premium reserve of $237,319. Its capital 
of $600,000 and surplus of $503,995 gives 
it a surplus to policyholders over all lia- 
bilities of $1,103,995. 

As regards its income and disburse- 
ments from January 1 to May 22 of this 
year, the Reliance shows a total income 
of $239.938, including net premiums writ- 
ten of $207,408 and interest on bonds and 
dividends on stocks of $20,284. Its total 
disbursements have amounted to $125,- 
438, including $46,841 for claim pay- 
ments; $16,051 for investigation and ad- 
justment of claims and $19,282 for 
agents’ commissions. The balance on 
hand after deducting all’ disbursements 
stands at $1,500,060 which figure includes 
paid-up capital and ledger assets as of 
January 1. 





TAKES SAN FRANCISCO POST 





C. A. Bonner Shifted by Aetna Life 
From Milwaukee to Coast; Succeeds 
J. R. Molony, Resigned 

Claude A. Bonner is now managing 
the western branch activities of the 
Aetna Life & Affiliated Companies at 
San Francisco, following the recent res- 
ignation of J. R. Molony, who is now 
vice-president in charge of Pacific Coast 
underwriting of the Southern Surety and 
the Southern Fire. 

For the past seven years Mr. Bonner 
has been manager of the Milwaukee 
branch office of the Aetna Life Compa- 
nies and has been eminently successful 
in developing a strong agency organiza- 
tion and a large volume of business in 
Wisconsin and northern Michigan. He 
started with the company in 1907 as an 
adjuster in Chicago, remaining in that 
capacity until 1913 when he was trans- 
ferred to Milwaukee to take charge of 
the claim department. In 1922 he was 
promoted to be manager of the Milwau- 
kee branch. Mr. Bonner is a graduate 
of DePaul University, Chicago. 

While in Milwaukee Mr. Bonner took 
an active part in various insurance or- 
ganizations, serving as general chairman 
of the committee arranging for the 1929 
Wisconsin Insurance Day. He _ was 
prominent in the Insurance Federation 
of the state and the Wisconsin Agents’ 
Association. His successor has not yet 
been appointed at Milwaukee. 

The Aetna Life & Affiliated Companies 
have developed a large business in Cali- 
fornia through their branch offices at 
San Francisco and Los Angeles. The 
office at San Francisco is designated as 
the western branch and has jurisdiction 
over the entire state for casualty, surety, 
fire and marine lines. The Los Angeles 
branch is in charge of Leland Mann, 
who has been with the Aetna organiza- 
tion for many years. 

















Competitive Activity 
Needs Watching Today 


GIST OF MICHELBACHER TALK 





Giwes Connecticut Agents Bureau Slant 
On Necessity for Regulation of 
Rates and Commissions 





G. F. Michelbacher, vice-president, 
Great American Indemnity, directed his 
attention to an analysis of the various 
forms of competition and the necessity 
of exercising some restraint through co- 
operation in a talk he made last week 
before the semi-annual meeting of the 
Connecticut Agents Association at the 
Waterbury Country Club, Waterbury, 
Conn. The speaker was critical of the 
harmful by-products of competitive ac- 
tivity, such as rate inadequacy .and un- 
reasonableness, discrimination and the 
payment of excessive production costs. 
He emphasized that co-operation with 
respect to these elements is desirable 
inasmuch as it accentuates and encour- 
ages competition in service and security 
and raises the business to a level upon 
which it may demand the confidence and 
good will of the public without impairing 
the initiative of individual carriers. 

“Cost” and “Commissions” 

Mr. Michelbacher at the outset of his 
talk said that competition among compa- 
nies was desirable if it stimulated car- 
riers to improve their service and 
strengthen the security they offered. But 
he did not feel that competition in cov- 
erages, cost and commissions should be 
allowed to continue uncontrolled if the 
casualty business is to be conducted on 
a sound basis. Under “cost” he listed 
such evils as rate cutting, misclassifica- 
tion of risks, collection of inadequate ad- 
vance premiums, waivers of audits, ex- 
tension of unreasonable credit in pre- 
mium payments and incorrect applica- 
tion of merit rating plans. And under 


“commissions” he pointed out the injus- 


tice of paying general agency commis- 
sions where the agent was not entitled 
to them by reason of his service and 
volume. 

“Consideration of the various phases of 
competition,” said the speaker, “involves 
analysis of two problems—rate-making 
and regulation of production cost.” Rate 
making is price fixing but this problem 
in the insurance business differs in an 
important particular from the corre- 
sponding problem in other lines of busi- 


ness enterprise. In conducting a grocery 
business the cost of each item is known 
to the merchant before the price to the 
purchaser is fixed. But in the insurance 
business the price is fixed (and in the 
case of stock companies guaranteed) be- 
fore the cost of individual risk is known. 

Discussing unrestrained competition, 
the speaker said that it not only de- 
pressed rates below the point of ade- 
quacy but forced smaller carriers into 
bankruptcy; brought discredit to private 
insurance and impaired the protection of 
policyholders or rendered it absolutely 
worthless. He added that such competi- 
tion often resulted in vicious discrimi- 
nation whereby policyholders with influ- 
ence got low rates at the expense of 
others. 

Mr. Michelbacher sees the competitive 
situation brought under control by prop- 
erly supervised co-operative rate making 
by such a non-partisan organization as 
the National Bureau of Casualty *& 
Surety Underwriters. New rates, of 
course, come up for review before the 
various state insurance departments 
which supervision is healthy, in the opin- 
ion of the speaker, provided extraneous 
factors such as _ political expediency, 
prejudice, ignorance and inefficiency are 
banished from the state departments ex- 
ercising important functions of regula- 
tion. 

Utilizing Law of Averages 

At this point Mr. Michelbacher de- 
clared that the uncertainty as to the 
future cost of insurance can be elimi- 
nated to a considerable extent by the 
utilization of the law of averages. He 
said: “It can be demonstrated that, pro- 
vided a broad enough spread is secured, 
events which occur in an apparently 
fortuituous manner can be move or less 
definitely predicted. The law can be 
ascertained usually by experiment. Al- 
though the Einstein theory or relation- 
ship between gravitation and electro-dy- 
namics is profound matter it is repre- 
sented by three typewritten pages of 
formulae. 

“The law if it is to be applied to the 
insurance business requires co-operative 
effort. To ascertain the law underlying 
insurance cost for a particular type of 
risk, it is essential that a large exposure 
be obtained. This will not, as a gen- 
eral rule, be found in the records of in- 
dividual carriers. They must, therefore, 
pool their experience and on this basis 
determine the proper rates. 

“In my opinion this means: (1) uni- 

(Continued on Page 36) 
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W. C. Potter New Head 
Of Preferred Accident 

K. Cc. ATWOOD BOARD CHAIRMAN 

E. S. Goodwin and E. B. Twombley 


Elected to Finance Committe of Com- 
pany; Other Promotions 








Wilfrid C. Potter, one of the most 
widely known casualty executives in the 
country who has been in the business 
for the past forty-seven years, was 
elected president of the Preferred Ac- 
cident at a directors’ meeting last week, 
succeeding Kimball C. Atwood who be- 
comes chairman of the board. For many 
years Mr. Potter has directed the under- 
writing policies of the company and the 
good will and substantial growth both 





Blank & Stoller 
W. Co POTTER 


in premium volume and in finances 
which the organization has enjoyed is in 
a large measure due to his careful man- 
agement. 

He started in the business in 1882 as a 
local fire insurance agent, after receiving 
his education at St. John’s Military 
Academy, Virginia. Seven years later 
he became superintendent of agencies 
of the Preferred and in 1905 he was 
elected its secretary. He won promotion 
to the post of vice-president and secre- 
tary in 1924 which office he has filled 
up to the present time. 

Other promotions in the company in- 
clude the advancement of George H. 
Ackerman, formerly treasurer, to be 
vice-president; Kimball C. Atwood, Jr., 
formerly assistant secretary, becomes 
secretary, and Edwin B. Ackerman, 
formerly assistant treasurer, to the post 
of treasurer. 

The following have been elected as- 
sistant secretaries of the company: C. 
E. Ward, who has been executive su- 
perintendent in charge of the liability 
department; H. A. Vaux, who has been 
superintendent of the burglary depart- 
ment, and Frank Schaap, who has been 
superintendent of the metropolitan 
automobile department. C. H. Soule, 
formerly superintendent of the credit 


department, has been lected assistant 
treasurer. 
At the same meeting of the board 


Edward S. Goodwin, member of Good- 
win, Beach & Co,, prominent Hartford 
investment house, and vice-president. In- 
suranshares Management Co., was elect- 
ed to the finance committee of the com- 
pany: along with Edward B. Twombley. 
chairman of the board of the Insuran- 
shares Corporation. 

Mr. Atwood, the new chairman of the 
board, has been the senior executive of 
the Preferred Accident since 1885. Be- 
sides he is president of the Atwood 
Grape Fruit Co., and_a director of vari- 
ous other. organizations. 






NEW PENNA. LOCAL BOARD 





Fire and Casualty Agents of Indiana, 
Pa., Form Own Association; To Tackle 
Credits and Collections 
On Friday, June 14, the fire and cas- 
ualty agents of Indiana, Pa., met and or- 
ganized the Indiana County Association 
of Fire and Casualty Agents. This lo- 
cal board is a branch of the Pennsyl- 
vania and National Associations, mem- 
bership being co-extensive with those 

bodies. 


The following officers were elected: 
President, R. B. Kindig; vice-president, 
C. W. Brooks; secretary, Gilbert S. Par- 
nell, and treasurer, H. D. Creps. Ex- 
ecutive committee: The officers and 
Walter Jackson, Harry Bean and Clyde 
Timberlake. 

Manager Frank D. Moses of the Penn- 
sylvania Association, who helped organ- 
ize the board, reports that one of the 
first things to be done by this new local 
group is the formation of a plan to im- 
prove collections and credit conditions. 
The board will also actively support the 
state and national bodies in working for 
the welfare of those engaged in the in- 
surance business as local agents. 

This is the thirty-sixth local board for 
the state of Pennsylvania. 





J. R. ENGLISH BACK 





Standard S. & C. Vice-President Re- 
covers From Appendicitis Operation; 
His Many Friends Welcome Him 
John R. English, vice-president, Stand- 
ard Surety & Casualty, is back at his 
desk this week after an appendicitis op- 
eration. Mr. English was quite a sick 
man for a time but is rapidly regaining 
his strength after a pleasant conva- 
lescence at Atlantic City. He spent the 
past week-end on a motor trip with 
Vincent Cullen, National Surety vice- 
president, and Eugene L. Meanley, R. C. 
Rathbone & Co., surety manager. His 
many friends in metropolitan circles are 
glad to welcome him to William street 

after his long absence. 





F. NORIE-MILLER ACTIVITY 

F. Norie-Miller, general manager of 
the General Accident Fire & Life of 
Perth, Scotland, who will visit the 
United States this fall for the thirtieth 
anniversary celebration of the United 
States branch, has attended every an- 
nual meeting of his company for the 
past forty-three years. 





ADDED DUTIES FOR LINVILLE 


E. M. Linville, for the past few years 
superintendent of agencies, Eagle Indem- 
nity, has been given the same post with 
the Royal Indemnity. 





ALBANY APPOINTMENT 
Ryan & Graves, Inc., of Albany, has 
been appointed general agents of the 
National Surety. 
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T. L. Thompson’s Career 
Covers 25 Active Years 


NEW H. & A. CONFERENCE HEAD 





Served in Tennessee Legislature Three 
Years; Six Years Deputy Commis- 
missioner; V.-P. Nat'l. L. & A. 





T. Leigh Thompson, newly elected 
president of the Health & Accident Un- 
derwriters Conference, brings with him 
to the organization an unusually diver- 
sified knowledge of insurance affairs 
gained through more than a quarter of 
a century of intimate contact with the 
business. A native of Tennessee and a 
graduate of Webb Preparatory School 
and Vanderbilt University, Mr. Thomp- 
son taught school for a few years and 
then had the honor of being a member 
of the Tennessee state legislature for 
three terms, two in the house of repre- 
sentatives and on in the state senate. 

From 1904 to 1910 he was deputy in- 
surance commissioner of the state dur- 
ing the incumbency of Reau E. Folk. 
While in this position he was offered the 
post of manager of the casualty depart- 
ment of the National Life & Accident, 
which he accepted. That his efforts have 
met with success is indicated by the fact 
that he is now vice-president of the 
company in entire charge of its casualty 
insurance business. Reared on a farm, 
one of Mr. Thompson’s hobbies natu- 
rally is farming and he has quite some 
success in breeding registered Jersey 
cows. 

For several years he has been inter- 
ested in the work of the Health & Ac- 
cident Underwriters Conference and has 
served with distinction on its executive 
committee for several years and one 
term as chairman of this committee. Un- 
der his leadership the Conference may 
look forward to a progressive year of 
activity. 
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INDEMNIFIERS FOR FORTY-FIVE YEARS 


BOSTON, MASS. 

















Established 1883 


OUR SPECIALTY : 


NON - CANCELLABLE DISABILITY COVERAGE 


Renewable to Age 60 


TOTAL DISABILITY INDEMNITY = 


Unlimited 
PARTIAL DISABILITY INDEMNITY 


Unlimited or 12 Month Limit { 
WAITING PERIODS i 
14-30-60 or 90 Days \ 


CHESTER W. McNEILL 
President 


V. R. WEsTon 
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Beekman 


EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 


Through its reinsurance affili- 
ations the Excess Insurance 
Company of America can sup- 

ply LICENSED REINSUR- 
ANCE for Maximum Capa- 
city Requirements for all 
Casualty and Surety Lines 
Excess and Share 


Executive Offices: 


84 William Street, New York City 


0890 
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Many Brokers Attend 
Consolidated’s Opening 


AT 122 WILLIAM ST., NEW YORK 





Pres’t Giichrist and Fellow Officers 
Greet Visitors; Director Al Smith 
Present; F. J. Danahy in Charge 





The Consolidated Indemnity & Insur- 
ance Co. formally opened its metropoli- 
tan branch office at 122 William street 
on Tuesday with an all-day reception to 
New York City brokers. John F. Gil- 
christ, president of the company, was on 
hand, greeting all visitors together with 
his fellow officers and directors. Frank 
J. Danahy, resident vice-president in 
charge of the office, was kept busy han- 
dling a large and unexpected amount of 
complimentary business received during 
the day from brokers. The entire office 
was beautifully decorated with palms and 
flowers. 

\t noon hour a buffet luncheon was 
served by Gaston Gaudere, maitre d’hotel 
of the One Fifth Avenue apartment ho- 
tel and it was estimated that more than 


a thousand visitors were on hand. Later 
in the afternoon there was’a buzz of 
excitement when it was announced that 
former Governor Alfred E. Smith, a di- 
rector of the company, had arrived in the 
company of James J. Riordan, also a di- 


rector. They were both given a warm 
reception. 
The Consolidated Indemnity enters 


the metropolitan field fully equipped for 
service. It has purchased the leasehold 
for the entire building at 122 William 
street, and although occupying for the 
present only the ground floor space, it 
will branch out to other floors as fast 
as its growth allows. The ground floor 
has been entirely remodeled with solid 
walnut panels; the underwriting depart- 
ments are conveniently located in the 
front of the office; and one of the novel 
features is a railed space near the en- 
trance where desks have been placed for 
the use of outside brokers or placers. 

Mr. Danahy, an experienced under- 
writer himself, who was formerly with 
Hoey & Ellison, will have the capable 
assistance of Thomas Meadowcraft as 
surety superintendent; R. J. Gibbons, 
plate glass superintendent, and W. F. 
Kennedy, burglary superintendent, in 
handling the business of the metropol- 
itan brokers. 


Receiver for Missouri 
Company Is Denied 


INDEMNITY CO. OF AMERICA 





Filing of Amended Petition in Hatton 
Suit Prompts St. Louis Judge to 
Issue Order Returnable July 8 





A petition for the appointment of a 
federal receiver for the Indemnity Co. 
of America, a $250,000 Missouri auto- 
mobile carrier, was denied this week by 
United States Judge Davis of the St. 
Louis district court. The petition had 
been filed by the three heirs of Mrs. Ida 
Hatton of Marshall, Texas, who was 
fatally injured in 1926 by an automobile 
driven by F. L. Engler, Cook County, 
Ill., a policyholder of the company, 
named as defendant in the suit. 


The petition alleged that the Indem- 
nity Co. of America has refused and 
failed to pay to Mrs. Hatton’s heirs 
$5,000 under a $7,500 judgment obtained 
against Engler which was recently af- 
firmed by the Texas court of civil ap- 
peals. 

In denying the appointment of a re- 
ceiver Judge Davis held that tk: neces- 
sary jurisdictional avertment had not 





LITTLE STORIES from the FILES of a 
GREAT INSURANCE INSTITUTION 
































remained. He headed for a telephone. 


promising immediate action. 


A few moments of pondering and the surety executive called 
He dictated—a lengthy letter that presented 
concisely, logically and convincingly the advantages of Cor- 
A copy went to each member of the 


in his secretary. 


porate Surety Bonds. 


HE Agent watched the 
proceedings of 
School Board with dis- 

appointment as_it became 
apparent that the members 
would accept personal surety 
on the contractor who had 
been awarded 
construction job, thereby sav- 
ing an $8,000 premium on a 
, Corporate Surety Bond. 


The Agent wanted that Bond—he had worked hard for it. 
Apparently it was slipping from his grasp—just one hope, 


the 


the school 


field men. 


be the 


success. 


Five minutes later a 
surety official in the Home Offices had his story and was 


Chicago 


School Board by special delivery. And at the next meeting 
of the Board it was unanimously decided that Corporate Surety 
Bond should be required of the contractor. 
the Bond, collected the $8,000 premium, and triumphantly 
deposited a fat commission check to his account. 


Just another example of the practical, dollars-and-cents-pro- 
ducing service, that is at the constant command of Continental 
Every representative of these Companies enjoys the 
complete cooperation of a highly 
trained staff of executives and a 
Home Office organization of nearly 
one thousand competent employees 
who recognize service to agents to 
first rule for company 


Continental Assurance Company 


The Agent wrote 













Illinois 





been properly stated inasmuch as under 
the federal statutes the amount involved 
must exceed $3,000. Thereupon the heirs 
of Mrs. Hatton filed an amended peti- 
tion which prompted the judge to issue 
an order for the Indemnity Co. of 
America to show cause on or before 
July 8 why a federal receiver for the 
company should not be appointed. 
George T. Priest, an attorney, who re- 
cently became president of the com- 
pany, has. asked that all action be de- 
layed because a deal for the sale of the 
company is close to consummation, 
Priest said he was its sole stockholder, 
For the past few weeks the Missouri ° 
insurance department has been conduct- 
ing an examination of the company’s af- 
fairs and while the work has not yet 
been completed, Superintendent of In- 
surance J. B. Thompson, who arrived in 
St. Louis on Tuesday, expressed the be- 
lief that the situation would right itself, 





MAY USE BUREAU CRIME DATA 





Grand Jurors Ass’n Tells Hoover Law 
Body That Casualty-Surety Statistics 
Are Most Reliable 

The Association of Grand Jurors of 
New York county has this week received 
a note of appreciation from George W. 
Wickersham, chairman of the National 
Commission on Law Enforcement and 
Observance, in response to its suggestion 
to him that the National Commission en- 
list the co-operation of the National 
Bureau of Casualty & Surety Under- 
writers, and other official or private 
agencies which tabulate statistics on 
crimes against property. 


Michelbacher Talk 


(Continued from Page 34) 
form classifications of risks; (2) uniform 
underwriting rules; (3) uniform cover- 
ages; (4) maintenance of the rates of 
rating organization. Such uniformity 
by a central body is absolutely neces- 
sary if statistical data are to be pre- 
served.” 

Regulating Production Costs 

Coming to the regulation of produc- 
tion costs the speaker said that today 
the competition is keen because there 
are sO many new companies and com- 
paratively few desirable agents. He 
showed how the tendency under the 
stress of free competition would natural- 
ly be toward the payment of higher and 
higher remuneration to producers. Car- 
riers would be forced into this situation 
by their efforts to hold producers against 
seductive offers from other carriers, and 
also by their efforts to attract additional 
producers controlling desirable lines of 
business, 

The carriers and the insuring public 
are interested in this situation. If rates 
are fixed, there is only a certain allow- 
ance for production expenses in the pre- 
mium dollar which the company collects. 
If this is exceeded—and it is sure to be 
if competition is uncontrolled—the com- 
pany loses money. If rates are changed 
from time to time to reflect the actual 
production cost, they will gradually in- 
crease to the point where they wil be 
excessive in the light of the service ren- 
dered. Regulation is essential but how 
far it should go is a disputed question. 
The maximum limitation is not suffi- 
cient; other limitations are required. For 
example, it is foolish to say that the 
maximum production cost for workmen’s 
compensation insurance shall be 174% 
and stop there. If this is the only lim- 
itation, it will not be long before com- 
petition will force the carriers to pay 
17%4% to all producers of any volume. 
This law is as certain to operate as the 
law of gravitation. 

Mr. Michelbacher in closing listed the 
following limitations which must be 
coupled with the maximum limitation: 
(1) classification of producers according 
to the services which they perform; (2) 
graduation of remuneration so that it 
reasonably conforms to the value of the 
services rendered, and (3) limitation of 
number and location of producers re- 
ceiving preferential commissions. 
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= ... PREPARED TO PAY - yet not ee 


“The jury finds that through the unsafe condition of your prem- 

rates ises the plaintiff has been injured and damaged, and the jury fixes 
apse the damages at $5000. The court, therefore, has entered its order 
ects. on the verdict.” 


anged In the hush of the court room, following this verdict of the court, 
actual probably the least concerned was the defendant—for, wisely, he 
ral be had followed the advice of his insurance agent and was protected 
t how by a London Guarantee Public Liability Policy. 


suffi- London Guarantee agents are qualified insurance advisors. Con- 
at the sequently, you find them everywhere amongst the leading agents. 


“* | LONDON GUARANTEE & ACCIDENT CO., LTD. 


ors Head Office: 55 Fifth Avenue, New York—C. M. Berger, United States Manager 
that it New York Office: 90 Maiden Lane 
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These Advertisements Are Nationally Distributed by London Guarantee Agents 
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G. H. Salter Critical 
Of “Wandering” Agents 


BIG CAUSE OF POLICY LAPSES 


Progressive Life, Health & Accident 
President Notes Improvement in In- 
sured’s Knowledge of His Coverage 








George H. Salter, president, Pro- 
gressive Life, Health & Accident of 
Philadelphia, has some definite ideas on 
how to cut down on the lapsation of 
business which he presented a short 
time ago before a round table group of 
industrial health and accident agents and 
executives. Mr. Salter sees the selling 
of insurance in larger quantities than 
the earning power of the insured as an 
example of poor salesmanship. He 
favors moderate premiums and allow- 
ance for a natural growth in the pro- 
tection carried. At the same time he 
looks upon the turnover of agents as a 
real hazard for the insuring public, as 
men who wander from one company to 
another have no definite place in the 
business and depend upon the weak- 
nesses of a few who are persuaded to 
cancel and reinsure, not for their own 
benefit, but in order that the wanderer 
may receive commissions. 


Danger of Hastily Written Insurance 


Highlights of Mr. Salter’s views on 
the subect follow: “One of the greatest 
causes of lapses, which in turn, lower 
the life of the policy and cause per- 
sistency standards to totter, 1s that very 
human, sometimes high strung, anxious 
and sincere individual, the agent. This, 
we trace from the very first interview 
Insurance, hastily written, with disre- 
gard for truth or facts, can hardly be 
expected to survive the many tests it 
will be put to, both in the payment of 
premiums and the possible claims aris- 
ing. It must be sold and sold properly. 

“Erratic methods on the part of com- 
panies, or their agents, at any time or 
under any circumstances is a certain 
way of bringing about cancelations. 
There are instances where the situation 
has been aggravated by those who have 
been entrusted with certain duties and 
who have presented the company’s case 
in disputes in such a manner that the 
policyholder remains unconvinced and 
feels that an injustice has been done. 
A correct presentation of the situation, 
fair and square, would have satisfied 
them then and for all time. 


Home Office Co-operation 


“Clear and concise directions from 
home offices in words in which there is 
no possible opportunity for misunder- 
standing are the order of the day. It 
should be distinctly understood that no 
one profits by a lapsed policy. The in- 
suring public is now convinced of that 
fact for each year we find business 
which was heretofore inclined to be de- 
linquent, suddenly taking on a new lease 
of life and becoming regular in premium 
payments. This is sometimes due to a 
direct loss in the insured’s own family 
or perhaps a better understanding of 
the benefits and purposes of insurance. 

“It takes 100% co-operation from 
policyholders, agents and the company 
to keep any policy in force. The per- 
sistency among the well informed is bet- 
ter than upon those who know little or 
nothing about their policies. To those 
who have not been enlightened, simple 
provisions are confusing and when, 
sometimes, an attempt is made by some- 
one who is not qualified to explain, the 
result is anything but favorable to in- 
surance. 

“The everyday excuses for non-pay- 
ment of premiums should hardly be ac- 
ceptable to the well trained, enthusiastic 
agent. The more policies that are saved 
from cancelation, the more new ones 
will be written because the insuring pub- 
lic will retain that which would other- 
wise be wasted. And upon the benefits 
that will come from this conservation, a 
new and vigorous life will enter the 
business.” 





Questions and Answers 


IN SURETYSHIP 


No. 4. FIDUCIARY BONDS 
Conducted by George E. Hayes, Vice-President, Union Indemnity 





1. Define “a fiduciary.” Give two 
examples. 

2. (a) To whom do the bonds of fi- 
duciaries run? (b) What practical con- 
struction is put upon them? 

3. Define “a guardian ad litem.” 

4. In considering an application for 
a trustee’s bond, how will you determine 
(a) His duties? (b) His power to make 
investments ? 

5. (a) Why is the surety interested 
in knowing if a fiduciary intends to con- 
duct a business? (b) What points would 
you consider before approving an appli- 
cation showing that a business was to be 
continued ? 

6. Every applicant for a fiduciary 
bond must answer a question similar to 
this: “Are you indebted to the estate or 
trust?” Of what importance is the an- 
swer to this question in underwriting 
the bond? 

7. What steps are necessary to bring 
the assets of an estate under joint con- 
trol? 

8. What is necessary to make an 
accounting by a fiduciary binding on 
those interested in the estate? 

. How may a surety obtain a re- 
lease before the termination of the trust? 

10. What is the effect if the fiduciary 
files a new bond without the proper dis- 
charge of the original bond? 

Answers 

1. One to whom is entrusted the 
property of another to be dealt with un- 
der the eye of the court. Administrators 
—guardians. 

2. (a) To the people of the state; 
to the governor, or to the judge of the 
probate court. 

(b) They are construed as for the 
benefit of all concerned. 

3. One appointed to represent a 
minor in connection with a proceeding 
in a court of law and charged simply 
with the duty of protecting the minor’s 
interests, receiving whatever the minor’s 
share may be, and turning it over to 
the minor’s general guardian. 

(a) By study of the will or deed 
creating the trust. (b) By seeing what 
the will or deed has to say on the sub- 
ject and by studying the statute of the 
state and the decisions of the state 
courts. 

5. (a) Because the fiduciary has no 
implied power to continue a business be- 


yond the time reasonably necessary to 
liquidate it. If he keeps the business 
going, he cannot charge the estate with 
any losses he may incur, but he must 
account to the estate for any profits he 
may make. 

(b) The character, capacity and cap- 
ital of the applicant and his interest in 
the estate; the nature and history of the 
business; the terms of the will, if any, 
and the orders already made by the 
court or presently to be applied for 
regarding the conduct of the business. 

6. He may be charged in his ac- 
counts with what he owes the estate. 
His surety would then be in the posi- 
tion of guaranteeing payment of the 
debt. Even if the debt is secured by 
collateral or mortgage the security will 
pass under the control of the debtor 
when he qualifies as fiduciary. Unless 
the applicant is amply responsible or has 
an interest in the estate larger than his 
indebtedness the indemnity of third par- 
ties is necessary. 

The applicant for the bond must 
sign an agreement to deposit the monies 
of the estate in a designated place of 
safe-keeping and must agree that neith- 
er securities nor monies shall be with- 
drawn without the consent of the surety. 
The agreement names the representative 
of the surety who is to act in carry- 
ing out the agreement. 

No checks are to be honored without 
the countersignature of the surety’s rep- 
resentative. Notice of the arrangement 
must then be given to the bank and 
must be acknowledged by the bank. The 
surety’s representative is then expected 
to follow the case to see that the cash 
and securities are actually deposited in 
accordance with the agreement. 

8. Notice must be given to all con- 
cerned in the manner provided by stat- 
ute. 

9. In most of the states the surety 
may follow a statutory procedure under 
which the court is asked to direct the 
fiduciary to file his account and to give 
a new bond. When the fiduciary com- 
plies with the court’s order and the new 
bond is acceptable the original surety is 
released. 

10. The original bond continues in 
force. The new bond is simply addition- 
al security for the protection of the es- 
tate. 








E. L. SPENCE RECOVERED 

E. Leslie Spence, general agent at 
Richmond, Va., for the United States 
Fidelity & Guaranty, is back at his of- 
fice after being laid up at home for two 
weeks with a severe case of “charley 
horse.” He was playing ball with his 
little son when he twisted the muscles 
in the calf of one of his legs. It was 
the first time in thirty years that he had 
been absent from his office for so long 
a period. 


LICENSED IN ILLINOIS 
The Seaboard Surety has received its 
license to do business in Illinois. Other 
mid-west states in which the company 
is entered are: Indiana, Kentucky and 
Michigan. 





LICENSES REVOKED 
The broker’s license of Abe Friedman, 
Brooklyn, and the agent’s license of 
William Ginsburg, Brooklyn, have been 
revoked by the New York State Insur- 
ance Department. 

















T. J. FALVEY, President 








MASSACHUSETTS BONDING AND INSURANCE COMPANY 


Surplus to Policyholders Dec. 31, 1928. 


$10,546,801 .00 


Transacts Business throughout the United States writing 


Fidelity and Surety Bonds, Liability, Property Damage, 
Automobile, Personal Accident, Health, Burglary, Rob- 
bery and Plate Glass Insurance. 


Home Office: BOSTON 
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Wn. F. Turner Heads 
Van Houten & Sherwood 


HENRY R. BURR, V.-P. & TREAS, 





J. D. Patten, Office Manager Made Sec. 
retary; Move to Larger Offices on 
Journal Square, Jersey City 





After being located in one office for 
a period of more than twenty-seven 
years, Van Houten & Sherwood, one of 
the oldest insurance agencies in Jersey 
City, has removed to the Labor National 
Bank building, Journal Square. 


In 1870 Edwin Van Houten started as 
an insurance agent in a building on 
Montgomery street, Jersey City In 1800 
Louis Sherwood formed a partnership 
and become president of the firm. The 
name was then changed to Van Houten 
& Sherwood. In 1920 William F. 
Turner, then special agent in the New- 
ark office of the Travelers, and Henry 
R. Burr, assistant manager of the same 
office, were elected vice-presidents of the 
firm. 

W. F. Turner Heads Firm 


At a meeting held a few weeks ago, 
the firm was reorganized and William 
F. Turner was elected president; Henry 
R. Burr, vice-president and treasurer, 
and Joseph D. Patten, who has been 
with the firm since 1902, as“office man- 
ager and chief clerk, elected secretary. 

The firm which will continue under 
the old name in its new quarters occu- 
pies the entire front part of the fifth 
floor and on the same floor is the claim 
department which was formerly located 
at 1 Montgomery street. The inspec- 
tion, engineering and payroll depart- 
ments will also be located on the same 
floor, thus making Van Houten & Sher- 
wood among the largest branch offices 
in Hudson county. 

The firm represents the U. S. F. & G., 
for casualty and surety lines and is also 
agent for the Fidelity & Guaranty Fire, 
Colonial Fire Underwriters and the 
Fireman’s Fund. bicey total amount of 
premiums written for the year 1928 was 
$750,000, ranking Van Houten & Sher- 
wood well up among the agency leaders 
in production in Hudson county. 

In its new location the agency has 
larger and more accessible quarters and 
better facilities for serving its clients. 





28 GRADUATE FROM SCHOOL 


Aetna Life’s Casualty Course Attracts 
College Men; Training Under Vice- 
President W. L. Mooney’s Supervision 


Twenty-eight men from twenty differ- 
ent states have completed their training 
in the casualty school of the Aetna Life 


and are now out in the field. The 
course of study which these men have 
pursued is of a very intensive character. 
in addition to a thorough presentation 
by the teacher, important supplemental 
instruction was provided in a series of 
lectures given by forty-five of the prom- 
inent officials, underwriters, actuaries, 
claim supervisors, agents and advertising 
men of the company. 

Many of the men in the school came 
from universities where they had had 
in various courses a previous academic 
introduction to the insurance field. Oth- 
ers in the class had come in from agen- 
cies and branch offices where they had 
had practical experience in insurance. A 
number of the men before taking up 
work as special agents, will spend some 
time in branch offices of the company, 
applying their class work in actual con- 
tacts while under office supervision. The 
school is organized under the general 
supervision of Vice-President W. L. 
Mooney. 

Students in this present class have 
gone out to widely separated sections 
of the country. Georgia, New York, In- 
diana, Massachusetts, Ohio, the District 
of Columbia, Michigan, South Carolina 
and Virginia will claim the services of 
this group. 
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WHAT WINS A BALL GAME? 
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fifth 
laim * 
ated 
pec- 


fee Berrmc . . .. «Billie. . «-. ‘always the hitting. 


— True. . . . a ball team must have pitching and fielding but 


fices a game is won on hits. 


Po The Employers’ Group is well upin the league. It is winning 


Fire, 


a its games regularly. And why? Not only because of the splendid 
t of pitching done by the Home Office. Not only because of the 


was . . . . . 
her- flawless fielding done by its claim men, auditors, or engineers, 


but mostly due to the runs knocked in by its agents. 


What a murderer’s row these agents make, ten thousand strong, 
every one a fence buster and all batting for one thousand. Just 
the sort of line-up that a real hitter would like to join. And it 
acts canbe done. To the agent who can ‘“‘hit the apple’, who does 


ice- 


ion know a good risk from a bad one, who can win ball games, there 
mote is always a place on The Employers’ Group line-up. Ask the 


ning ih cata = " e : 
Life General Agent or Branch Manager in your territory or write to 


The the Agents Department for your uniform. 
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ising Practically every kind of Insurance except Life Insurance, including Fidelity and Surety Bonds 
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ODERN facilities for 

passenger and freight 
handling are important ele- 
ments in the maintenance of 
our business structure. 


The vast capital engaged 
in transportation, and the 
credit employed in the trans- 
action of business call for 
protection which insurance 
alone can supply. 





The Royal Shield on an 
insurance policy denotes 
Security First 
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ROYAL 
INSURANCE 


COMPANY, 
pL Millar 2D. 


NEW YORK CENTRAL BLDG. From a Drawing by Hugh Ferriss 
Courtesy James Stewart & Co., Ine., Builders 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
NEW YORK ATLANTA, GA. BOSTON, MASS. CHICAGO, ILL. SAN FRANCISCO, CAL 
William Mackintosh, Manager S. Y. Tupper, Manager Field & Cowles, Managers Law & Hamilton, Managers H. R. Burke, Manager 

















